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SRO SIGN AT NADA DINNER 


Sparks 


Brass Hats Check In 
Smiles from the Show 
A Funny Rumor 

Social Activities 


By 
Chris Sinsabaugh 








WHEELING INTO ACTION | 
Tuesday, leading executives from 
the car factories outside of the 
Detroit area expressed gratifica- 
tion over the large attendance of 
dealers at the NADA convention 
and rubbed their hands gleefully | 
because they had become active | 
participants in the Detroit show 
itself. 

Came such brass hats as E. H. 
McCarty, president; Hascall Bliss, 
vice-president in charge of sales, 
and Courtney Johnson, general 


sales manager, from Nash; Roy + 


Faulkner, president of Auburn, 
and his chief aides, Neal Mc- 
Darby, John Tainsh and Gordon 
Hersh checked in, too, and the 
first thing they did was to run 
out to Convention Hall and peek 
at the Evans Auburn agency 


| Program 





salon right next door to the show, 
which gave Auburn a choice loca- 
tion so far as outside shows are 
concerned, and has already netted 


five sales. President Art Chanter 
and Sales Manager Tom 
O’Rourke, of Pierce-Arrow, and | 


Ralph Archer, from Willys-Over- 
land are here also. 
* * oa 


GEORGE KELLER, sales man- 
ager of Studebaker, accompanied 
by Ottis Lucas, arrived from 
South Bend, promising that 
President Paul Hoffman _ will 
come on a later train. Stude- 
baker has grabbed the lobby of 
the Statler for displaying Stude- 
baker models, so Keller sorta 
prides himself for getting the 
space at the hotel. Certainly 
every dealer attending the NADA 
meetings cannot help but see 
what South Bend has to offer. . 

* » om 

THESE VISITING brass hats 
have been living in suit cases for 
the past two weeks and come here 
after a strenuous week at New 
York. All express themselves as 
highly pleased with the sales re- 
sults not only at New York but 
at other shows like Philadelphia, 
Brooklyn, Cleveland, Washington, 
Milwaukee, Buffalo and other im- 
portant points. Reports received 
from these shows, coupled with 
the way Detroiters are buying, 
make them feel that they are 
away to a flying start on the 1935 
campaign. Illustrative of how 
John H. Public is buying here in 
Detroit, reports from the show 
are cheery, indeed. 

* a a 

DESPITE the excitement of its 
merry-go-round this week, De- 
troit took time out to laugh at 
the merger rumor that bobbed up 


(Continued on Page 19, Col. 1) 





SAE Exhibit Shows Latest Devices Record Group 


Techaieal 
Sessions Get 


‘Under Way 


of Suseeees to 
Dealers and Engi- 
neers Alike 


Detroit, Jan. 15.—“An engineer- 
ing exhibit for engineers,” says 
the program of the 30th annual 
meeting of the Society of Auto- 
motive Engineers being held here 
this week. 

Engineering exhibits on display 
in the Crystal Room and parlors 
of the Book-Cadillac Hotel reveal 
the last word in accomplishments 
reflected in today’s motor vehicles. 
The technical sessions are of 
interest not only .o engineers 
but to everyone connected with 
the industry. 

A survey of the engineering ex- 
hibit shows some 33 concerns set- 
ting forth notable advancements 


(Continued on Page 20, Col. 3) 


To Hear Talk 


NADA Hears Nash President By Richberg 





Automobile 








Automotive Daily News Photo 
E. H. McCarty, first of manufacturer executives to address National 


Dealers’ Assn. convention today, outlining 
his ten fundamentals of procedure. 





Factory Executives Express Views 


On Dealer-Factory Relationships 


H. McCarty, president of 


E. 


| Nash Motors Co., and the first 
of the factory executives to ad-| 
dress the con- 
vention __ today, 


stressed “10 ba- 
sic common 
sense facts” to 
guide dealers in 
their opera- 
tions. Speaking 
on the subject 
of ‘‘Looking 





Forward,” he 
listed the points 
and elaborated 
upon them as’ E.H. McCarty 
follows: 

“1, We can’t prosper on profit- 


less volume—sales records created 
out of the sheer folly of ruinous 
allowances, legal or illegal. We 
hear much talk about the code, 
some of it constructive, but too 
much of it ignoring the fact that 
you can’t multiply losses into 
profits. One hundred times noth- 
ing is still nothing; and profitless 
sales can only turn future hopes 
into certain disaster. 

“2. We can’t build a success- 
ful industry on rules of conduct 
applicable only to our competi- 
tors. I know it is always the 
other fellow who violates the code, 
but the other fellow often merely 
carries to extremes compromises | 
with sound profit policy for which 
we ourselves are responsible. 

“3. Manufacturers can’t build 
permanent success out of losses 
shifted to dealers. 

(Continued on Page 6, Col. 1) 


Arbitrarily | 





| Detroit, Jan. 15.—Stressing sia 


| two most important problems of | 


| the dealers, 
salesmen, and 
the question of 
retaining the 
used car price 
control, R. H. 
Grant, vice- 
president of 
General Motors, 
brought the 
huge audience 
of the dealers 
to their feet 
with cheers that 
shook the build- 
ing when he 
suggested that starvation 


R. H. Grant 


wages 


for salesmen, so prevalent in the} 
past two years, must be given the 
most earnest thought of the deal- | 


ers and that the dealer body of 
this country will be Regd off 
(Continued on Page 21, Col. 1) 


Nash ¢ Official 
Is Optimistic 
Over °35 Scene 


Detroit, Jan. 15.—‘“I’m abso- 
lutely and completely optimistic 
about 1935,” said C. H. Bliss, vice- 
president and director of sales for 
| Nash Motors, as he arrived in De- 
|troit today from a round of trade 
meetings and the New York show. 

“Don’t ask me for figures. And 
don’t ask me for industry-wide 


(Continued on Page 15, Col. 8) 








| that, 


Referring to the community of 
interests between the manufac- 


the proper pay for| turer and the dealer, which in the 


automobile _ in- 
dustry are inex- 
tricably inter- 
woven, B. E. 
Hutchinson, 
treasurer of 
Chrysler Corp., 
as well as chair- 
man of Plym- 
outh, addressing 
the NADA con- 


vention, said: 
“It is difficult to 
|B. E.Hutchinson conceive of a 
more _ intricate 


}and intimate business relationship. 


“No doubt there is room for 
progress and that as time goes on 
improvements will be accom- 
plished. The point I wish to 
make is that existing arrange- 
ments are the result of 30 to 40 


years of evolution, and the fact 
under these arrangements 
there has been built up the mag- 
nificent dealer body represented 
here today, is in itself conclusive 
evidence that present factory- 
dealer relationships must be re- 





garded as preponderantly fair and 
equitable. 

“Our industry, in common with 
others, has gone through a period 
of some strain, and it is just now 
apparently on the threshold of 
better times. Whatever ideas any- 
one may have for the future de- 
velopment of the plans and poli- 
cies under which automobiles 
may be more advantageously mer- 


(Continued on Page 14, Col. 1) 


Dealer - Factory Relations 
Advanced by Sessions 
In Motor Capital 


By MEL ADAMS 
Detroit, Jan. 15.—Packed 
with action from the open- 
ing gavel and reaching its 
climax today, the 10th an- 


‘nual convention of the Na- 
| tional Automobile Dealers Assn. 
| winds up tonight in the Fountain 
|Room at the Masonic Temple 


1 | with a banquet attended by over 


1,500 dealers to be addressed by 
Donald R. Richberg, executive di- 
rector of the National Emergency 
Council, as the ch’_i speaker. 
The dinner is “gold out,” Presi- ~ 
dent Fred W. A. \ esper of NADA 
announced as early as yesterday 
afternoon. The function has on 
its program James E. Gheen, in- 
spirationalist and humorist, of 
New York, as the only’ other 
speaker in addition to Richberg. 
Both of them, as well as Abner E. 


Larned, Michigan NRA _ compli- 
ance director, will be presented 
by Vesper in his capacity as 


toastmaster. Aaron DeRoy, presi- 
dent of the Michigan Automotive 
Trade Assn., is the fifth man at 
the head table. 

Through arrangement with the 
Detroit Auto Dealers Assn., the 
WJR Broadcasting Co. is furnish- 

(Continued on Page 3, Col. 1) 


Reo Announces 
Shift in Sales 


Organization 


Lansing, Jan. 15.—C. A. Trip- 
hagen, sales manager of the Reo 
Motor Car Co. today announced 
important changes in the sales 
department effective immediately. 

Ward W. Mohun, who recently 
joined the Reo sales organization 
in the capacity of special repre- 
sentative, has been advanced to 
the position of assistant sales 
manager. 

E. W. Stephan, who has been 
manager of the Philadelphia fac- 
tory branch for the past two 
years, has been placed in charge 
of all Reo branches in the United 
States. 

Both of these men have had 





wide experience in the automo- 
tive business which should prove 
of inestimable value to the Reo 
organization. These changes are 
in line with the policy of the Reo 
Motor Car Co. to strengthen its 
sales organization to take full ad- 
vantage of the aggressive pro- 
gram which was sponsored with 
the introduction of an entirely 
new line of passenger cars and 
speedwagons, offered at the low- 
est prices in Reo history. 
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New York Show Closes After Successful Week 


Optimis m 


To Automotive Industry 


DONOHOE 


By AL 

New York, Jan. 15.--After a| thinking of buying cars now are 
highly gratifying and successful | giving more attention to such fea- 
week the Automobile Merchants} tures as make for improved rid- 
Assn. closed the New York Auto-| ing, and to refinement, which en- 
mobile Show at’ eleven o’clock | hance the motor car’s utility. For 
Saturday night with some loud| example: Adequate provision for 
hurrahs. carrying luggage is one of the 

This 35th annual automobile | things that motorists are insisting 
event in Manhattan, which has| ©, along with the comfort of 


always been the first automobile 


show of the scason, brought out 
many surprises. It was the first 
attempt of the dealer group to 
run a show, exhibitions in the 
past having been staged under 
the auspices of the Automobile 
Manufacturers’ Assn., formerly 
the NACC. 


Alfred Reeves, who has _ had 
long experience in managing the 
automobile shows here, was 
loaned as show manager by the 
AMA to the dealers committee. 
His working, in conjunction with 
William L. Colt, chairman of this 
year’s show committee, proved 
an ideal combination, and the as- 
sistance of various members of 
that committee was indeed val- 
uable. 

Good Show Business 

“Reports that we have re- 
ceived from exhibitors indicate 
that the volume of business closed 
at the show this week will exceed 
that for any year since 1929,” Al- 


fred Reeves, vice-president and 
general manager of the AMA ana 
manager of New York Automo- 
bile Show remarked today. 
Several factors were cited by 
Reeves as contributing to this in- 
creased buying activity. | 


“The many important. improve- | a 
ments on thx year’s new models | ' 
and of the new prices are prov i 
irresistible to prospective earl 
buyers, tiv those who real- 
ize how uneconomic it is to con- 
tinue driving their old cars,” he 


eanects 


said. “Another reason for in- 
creased sales at the show is that 
the dealers’ code has facilitated 


the determination of used car al- 
lowances, and thus made it easier 
for purchasers to close a transac- 
tion without delay. This sales 
increase is true not only in the 
low priced but in the medium and 
high priced classes as well. 

“The extent of this potential 
market is indicated by a recent 
survey revealing that at least 60 
out of every 100 cars on the road 
today are more than four years 
old. In recent years, the public 
has come to take the satisfactory 
mechanical operation of motor 
vehicles pretty much for granted; 
consequently, people who are 


passengers.” 

Heavy buying at the show this 
week, according to Reeves, carrys 
assurance that the motor indus- 
try’s 1935 operations will result in 
a substantially greater increase 
over last year, when motor vehicle 
production topped that of 1933 by 
45 per cent. Fulfillment of these 
expectations, he said, would mean 
much to people in the 37 states 
and the countless industries 
which provide material and parts 
for motor vehicles. 

Exports High 

Referring to the industry’s ex- 
port operations, Reeves stated 
that markets outside of the Un- 
ited States last year absorved an 
average of more than 1,200 new 
American cars and trucks daily, 
and remarked, “In view of the 
public reception of the industry’s 
new models this week, conserva- 
tive students of automotive oper- 
ations consider it not at all un- 
likely that the 1935 output will 
reach 3,500,000 units.” 

‘ihe show brought out a num- 
ber of interesting things for the 
first time. Among those it is in- 
teresting to note that for the first 
tume in the history of the show, 
or Saturday afternoon, only a few 
ninutes after photographs were 

en of the opening, these pic- 
tures appeared in numerous even- 
ing papers in distant cities, hav- 
ing been sent by the new wire 
photo system of the Associated 
Press. 

Another feature was the release 
of news reel photographs taken 
by Fox Movietone and Paramount 
and released early in the week at 
numerous theatres. The fact that 


there were no “side shows” of 
automobiles and accessories in 
hotels in the vicinity of Grand 


Central Palace of course focused 
more attention on the main show 
than has been the case in recent 
years. 


Protest Tax 

Toronto, Ont., Jan. 15 (UTPS).— 
The Ottawa Automobile Club has 
asked the Ontario Motor League 
headquarters to join in protesting 
against any additional gasoline tax 
in Ontario. The present tax is seven 
cents on each gallon of gasoline. 


Oldest Dealer 


F. E. 


ganizer of NADA, is being 


Avery, 69, Columbus, one of the 





Aut 
oldest monabers and an or- 
helped with his registra- 
tration by Gladys Burkhardt. 


notive Daily News Photo 








Lineup for Reservations 


Listening In 





\l tive Deily News Phe 

A. W. Chapin, ‘Sy racuse, and J. M. 

Freed, Schenectady, listen in on a 
__—irec ctors’ meeting. 


Buick’s Pay — 


In 1934 Doubled 
33 Expenditures 


Detroit, Jan. 15.—Improvements 
in the automobile industry and in 
other lines of trade and com- 
merce generally 
were remarked 
by Harlow H. 
Curtice, _ presi- 
dent of the 
Buick Motor 
Co., yesterday 
Curtice drew at- 
tention to Bu- 
ick’s production 
volume during 
the last year, 
which reached 
80,000 units, as 
compared with 
sales of over 40,000 
previous year. 

While doubling production, 
Buick also doubled the number of 
men and women on its payrolls 
and paid twice as much in wages 
during 1934 as was paid in the 
preceding year, he said. 
sult the company poured 
$16,000,000 into the pockets of its 








H. H. Curtice 


units in the 


employes last year as against $8,- | 


000,000 in 1933, according to his 
| figures. 








As a re- | 
about | 





Automotive Daily News Photo 


Here is the front end of the line-up for NADA banquet reservations. 


Johnson Looks , to 1935 


As a Salesman’s Year 


Detroit, Jan. 15.—1935 will be a 
retail automobile salesman’s year, 
according to Courtney Johnson, 
general sales 
manager for the 
Nash Motors 
Co. Johnson, 
who is here for 
the Detroit 
show and the 
N.A.D.A. con- 
vention, bases 
this prediction 
upon the fact 
that practically 
every large 
builder of cars 
is directing his 
advertising to get people to ride 
in the 1935 models. 

“Tn 





C. Johnson 


past years,” said Johnson, 
“one of the greatest difficulties 
confronting the average retail 
salesman was the problem of get- 
ting prospects to ride in the new 
model cars. 


salesman knows 


“Every that 


once he has achieved this part of 
his demonstration he has a rea- 
sonable chance to count upon a 
sale. This year practically every 
large manufacturer is concentrat- 
ing upon the ‘ride’ in all adver- 
tising. As a result of the mil- 
lions of dollars that will be spent 
in urging the public to ride in 
the 1935 cars I believe retail sales- 
men will have an easier time 
making sales than he has ex- 
perienced in several years.” 


Another point which Johnson 
believes will make it easier for 
retail salesmen is the necessity of 
riding in the new cars to appre- 
ciate the mechanical innovations 
that have been introduced. “This 
year,” said Johnson, “the impor- 
tant mechanical innovations are 
for the most part devices that 
improve riding qualities. To the 
average layman these devices are 
quite meaningless until he takes 
a ride in a car equipped with 
them. Only then does he realize 
their Significance.” 


From Texas 





Automotive Daily 


News Photo 


E. M. Lubeck, ADN, left, and Fred C. Cullum, of Pampas, Tex., who 
bring Wild West fashions to Detroit. 
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Record Turnout Expected at NADA Banquet 


_ . _— 


1500 Advance Gate 


Shown In Registrations 


(¢ ‘entinned from Page 1) 
ing the music and entertainment | whether Vesper will head the as- 


for the banquet program. 

A committee was appointed by 
Vesper to meet Richberg’s train 
at 4 o’clock this afternoon and 
escort him to his hotel upon ar- 
rival here. 

Closing of convention delibera- 
tions today and tonight’s banquet 
will be followed by two days of 
Emergency National Committee 
meetings tomorrow and Thurs- 
day, and by a gathering of asso- 
ciation executives Friday. These 
sessions are scheduled for the 
Statler, scene of the convention. 

Although the place for next 
year’s convention has not at this 
writing been determined, Detroit 
has put in the first bid through 
Aaron DeRoy, president of the 
Michigan Automotive Trade Assn., 
to bring the 1936 meetings back 
here. 


Detroit Bids 


Backed publicly at the opening 
meeting by Mayor Frank Couz- 
ens in extending the invitation, 
DeRoy made his request in no 
uncertain fashion. President 
Vesper, who followed him on the 
platform, answered DeRoy and 
the Michigan dealers’ group im- 
mediately upon taking his place 
on the speakers’ platform, and 
his remarks were considered as 
favorable from his personal stand- 
point. 

“As I look out upon approxi- 
mately 1,000 in this meeting hall, 
I am convinced that we made 
no mistake in accepting Detroit’s 
invitation to hold our 1935 con- 
vention in this city,” said Vesper. 

“Right now, my hope is that 
we'll get a more urgent and flat- 
tering invitation from Detroit, 
and an even better deal than 
this year, for our 1936 conven- 
tion.” 

Even before President Vesper 
delivered his annual report, it was 
freely predicted that he would 
sound the keynotes of the con- 
vention deliberation and it is 
now widely agreed that he did 
just that in his listing of the is- 
sues to be faced and solved. 

Special comment was made on 
the large proportion of his talk 
devoted to factory-dealer prob- 
lems and his interpretation of 
what the factories should con- 
sider as their responsibilities. 

The invitations to high factory 
officials appearing on the morn- 
ing and afternoon programs to- 
day, it now appears, were ex- 
tended with the idea in view of 
hearing their side of the questions 
involved in factory and dealer re- 
lationships. 

Scheduled for settlement, but 
not featured on the program to- 
day, is the election of officers. 
Much speculation is abroad as to 


sociation for another term or 
whether he will retire in favor of 
a new president. He has admit- 
tedly given NADA an aggressive 
and active administration, and it 
is stated that he can succeed him- 
self if he desires the post. 

B. E. Hutchinson, chairman of 
the board of Plymouth Motor 
Corp., on the subject of “Factor- 
ies and Dealers,” and R. H. Grant, 
vice-president of General Motors 
Corp., on “Dealer Relationships,” 
were the other factory chiefs ad- 
dressing the morning session, 
which was under the chairman- 
ship of Floris Nagelvort, former 
NADA president. The _ session 
opened with a talk by James Dal- 
ton, editor of Motor. 

President Vesper called the 
afternoon session to order, and 
introduced W. J. Cameron of the 
Ford Motor Co., who addressed 
the members. 


Committees Report 
Next came the report of com- 


mittees, with the recommenda- 
tions of the resolutions group 
holding chief importance. Long 


before this report was given, the 
resolutions to be presented were 
widely discussed as certain to 
prove a highlight of the conven- 
tion. It was also stated by an 
official of NADA that the prin- 
cipal recommendation would re- 
volve around “equitable con- 
tracts” and other factory-dealer 
relationships which the commit- 
tee members considered necessary 


from the standpoint of more 
profitable dealer operation. 
The afternoon’s windup, at- 


tended by lively discussions, came 
at the open forum conducted by 
Jo G. Roberts, NRA deputy ad- 
ministrator of Division II. Rules 
of the forum permitted members 
to discuss ‘any question on any 
subject that has been officially 
presented to and approved by the 
resolutions committee, or submit 
any resolutions or recommenda- 
tions with which they have been 
charged by their own local or 
state association to deliver of- 
ficially to the National Automobile 
Dealers Assn.” 


Co-operation Needed 

The point of view of the manu- 
facturer outside of the automobile 
industry was presented at yes- 
terday afternoon’s’ session by 
Walter B. Weisenburger, execu- 
tive vice-president of the National 
Assn. of Manufacturers, who em- 
phasized the need of co-operation, 
respect for the business man's 
point of view and the acknowl- 
edgment that a conciliatory atti- 
tude by business men in “the 
planned new day” often means at 
times that “the sacrifices they 


Third Dimension 





William S. McLean, left, and Russell Patterson, well-known magazine 
illustrator, inspect a picture in three dimensions, designed to show 


the new mohair fabrics used in 1935 General Motors cars. 


The 


miniature is being shown at the Detroit show. 

















Automotive Daily News Photo 


L. M. Stewart, NADA treasurer, is apparently quite happy as Helen 
Vernier, from the Detroit Convention and Tourist Bureau, is pinning 
his identification tag on him after he registered 
at NADA headquarters. 


make to unknown ends and the 
chances they are called upon to 
take threaten both their faith and 
their courage and their business.” 


“We can’t get national progress 
with the country arrayed against 
the city and the agricultural west 
against the manufacturing east in 
the AAA; with the industrial 
south arrayed against the indus- 
trial north on code differentials; 
with the producer against the 


Busy 





News 
Moines, code 
commissioner for the state of 


Automotive Daily Photo 


Glen C. Cory, Des 


seems busily engaged on 
the telephone. 


Iowa, 


consumer, the employer against 
the employe, and the union 
against the non-union under NRA, 
and lastly, those who haven't 
against those who have,” declared 
Weisenburger. “The animosities 
of such a conflict will eventually 
engulf any good purpose. 


“Conciliatory approaches’ by 
Government with persuasive ar- 
guments based on facts will win 
the co-operation of American 
business much more rapidly than 
threats of prosecution brandished 
above the heads of men who have 
the responsibility for management 
and advancement of business in 
the United States.” 


Wilson Heads W.-O. 
In Detroit for Show 


Detroit, Jan. 15.-David R. Wil- 
son, president of Willys-Overland, 
and Ralph Archer, general sales 
manager, headed a_ group of 
Willys executives who arrived in 
town late Monday evening. 

The Willys group has estab- 
lished headquarters in Suite 2821 
in the Book-Cadillac Hotel, 


‘A C Forecasts 


Great Increase 
In Replacements 


Detroit, Jan. 15. A forecast 
made by AC Spark Plug Co. calls 
for a substantial increase in pro- 
duction of spark 
plugs for. re- 
placement dur- 
ing 1935 as com- 
pared to 1934, 
which was the 
company’s peak 
year. 

“Plans have 
already been 
formulated 
to provide for 
the anticipated 
increase in ac- 
tivity,” W. S. Isherwood, general 
sales manager, said today, adding 
that “it could be regarded as 
indicative of a much better year 
in the entire automotive parts 
industry.” 

Isherwood declared that his 
company was planning a service 
campaign designed to save motor- 
ists millions of dollars by elimi- 





W. S. Isherwood 


nating excess consumption of 
gasoline through cleaning spark 
plugs. “Efforts will be made dur- 


ing the year, through garage and 
the service field generally to clean 
the 120,000,000 spark plugs now 
operating in automobiles. Engi- 
neers have calculated that this 
will save motorists gasoline to 
the extent of $18,000,000,” Isher- 
wood stated. 


GM Canada Executives 
Discuss Sales Problems 


Montreal, Jan. 14. — Approxi- 
mately 200 executives of General 
Motors of Canada, Ltd., from all 
over Canada attended the open- 
ing at Oshawa, of a_ three-day 
convention to launch a 1935 drive 
for better business, greater sales 
and greater production. C. E. 
McTavish, general manager, pre- 
sided, along with H. A. Brown, 
vice-president. 

Officials of the firm were op- 
timistic, predicting that the rec- 
ord of motor sales and produc- 
tion for 1935 will greatly exceed 
that of 1934. It was pointed out 
that the export business of the 
company was reaching such vol- 
ume as to create a_ production 
problem for domestic cars. The 
entire party later toured the fac- 
tory where 1935 models of all 
General Motors passenger cars 
were introduced to the visitors. 


‘GM Treats Press 
To Dinner Party 
At Detroit Club 


Jan. 15.—As a compli- 
Detroit and visiting 
men, trade paper men- 
and the National Automobile 
Dealers Assn. convention here, 
General Motors Corp. tendered a 
dinner last night at the Detroit 
Club. 

More than 100 members of the 
press were present. Volney Fow- 
ler, of the GM public relations 
staff, acted as toastmaster, as- 
sisted by Don Hogate. 

Henry A. Weaver, chief of con- 
sumer research, delivered an in- 
formal talk, interspersed with 
humorous experiences and ending 
with a serious appeal urging more 
education in the job of promoting 
greater safety. He advocated a 
campaign starting from _ child- 
hood. 

Present from the NADA were 
Fred Condit, newly appointed 
director of publicity, and Walter 
Blanchard of the official staff. 

“If the NADA decides to hold 
its convention in Detroit next 
year, we will be ready again to 
entertain the newspaper and 
trade paper men at another party 
of this kind,” Fowler declared. 


Chicago Plans 
Slogan Contest 


During Car Show 


Detroit, 
ment to 
newspaper 


Detroit, Jan. 15.—Certain that 
the idea will play a big part in 
setting a record attendance, the 
committce in charge of Chicago's 
35th annual automobile show, 
opening at the Col!se"im-~ Jan. 6, - 
has approved a “safety slogan” 
contest. 

Announcement to that effect was 
made today by M. J. Lanahan, 
president of the Chicago Automo- 
bile Trade Assn., who is here as 
an interested visitor to Detroit's 
show and the National Automo- 
bile Dealers Assn. convention. 

Terms of the contest, Lanahan 
explained, provide for the award 
of cash prizes for the best safety 
slogans and essays accompany- 
ing them. The slogans are to be 
limited to 10 words, and the es- 
says may not run over 50 words, 
with competition open to all show 
visitors. 

A show safety committee of 
seven, headed by Charles E. Gam- 
bill, has been named. Other 
members are Joseph J. Cavan- 
augh, Harry Lewis, Ben T. 
Wright, Karl K. Kenderdine, A. 
C. Faeh and Walter A. Berming- 
ham. 

“The committee will distribute 
dodgers at the show calling at- 
tention to the contest, which will 
be widely publicized in the press 
prior to the opening of the Chi- 
cago show,” declared Lanahan. 

“Stress will be laid on the fact 
that manufacturers have built 
safety into their cars by the use 
of safety glass, steel bodies, im- 
proved frames, quick action 
brakes and other approved fea- 
tures; also that highway depart- 
ments and other road _ building 
agencies have provided safety 
through banked curves, grade sep- 
arations, wider highways, more 
solid shoulders and material to 
prevent skidding. The question 
directed at the motorist will be, in 
effect: ‘What have you as an 
automobile driver, contributed to 


or” 


the safety factor? 

Robertson Appointed 

Toronto, Ont., Jan. 15 (UTPS).— 
W. G. Robertson, secretary of the 
Canadian Automobile Assn. and gen- 
eral manager of the Ontario Motor 
League, has been appointed chair- 
man of the Toronto Traffic Advisory 
Board, succeeding H. C. Grout, re- 
cently appointed assist to the vice- 
president of the Canadian Pacific 


Railway. 





| 


4 AUTOMOTIVE DAILY NEWS, TUESDAY, JANUARY 15, 1935 





Automotive Daily News 


The Trade Newspaper of the Industry 


Published every Wednesday and Saturday at 
DETROIT, U. S. A. 
Fifth Floor, New Center Building 
Telephone Trinity 2-3500 





GEORGE M. SLOCUM, Publisher CHRIS SINSABAUGH, Editor 


B. B. Crighton, Business Manager; Wm. C. Callahan, Managing Editor; Fred W. Lines, 
Advertising Manager; Edward Kruspak, Eastern Advertising Manager; Willard 
Cotton, Western Advertising Manager; J. C. Weed, Michigan Representative; 
William Ogg FitzGerald, Art Director 


RESIDENT CORRESPONDENTS 


A. W. Donohoe, New York; C. J. Alexander, Wall Street Correspondent; Mel Adams, 
Chicago; William Ullman, Washington, D. C.; John C. Wetmore, Los Angeles; A. L. 
James, Akron; K. H. Lansing, Philadelphia; D. M. Trepp, Seattle; B. C. Reber, San 
Antonio; C. M. Zeff, Kenosha; C. Joyce, Toronto; Ira Alexander, Denver; R. H. Brown, 
Birmingham; J. H. Reed, Atlanta; Arthur Buck, Indianapolis; A. W. Williams, Louisville; 
George Smedal, Minneapolis; James R. Lowell, Lincoln, Neb.; C. B. Barr, Bridgeport, 
Conn.; E. R. Tuttle, Des Moines, Iowa; F. L. W. Bennett, Sale Lake City, Utah; 
W. T. N. B., Milwaukee, Wis.; Roy Carmichael, Montreal, Canada; 
E. J. Nally, Toledo, Ohio 





Subscription: ONE YEAR $6, TWO YEARS $10, for United States and Canada, 
also Mexico, Cuba and Panama. To other countries, one year $9.00. Single 
copies 10c. Advertising Rates: See Standard Rate and Data, or write for rate card. 





Entered as second-class matter Post Office, Detroit, under Act of March 3, 1870. 


One sacred pledge we make our friends here and 
now. This publication, God willing and so long as it 
is in our charge, will never champion the cause of any 
individual or any corporation which is not for the best 
ws interests of the automotive industry as a whole. Nor 
will its columns be used to spread gossip or inflame 
predjudice. It will confine itself to the up-building of 
the industry it is pledged to serve, wholly through the 
dissemination of NEWS which is timely, authentic and of value. 
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Come Again NADA 


[* the National Automobile Dealers Assn. never sched- 
ules another meeting in Detroit, as much as we hope 
and trust that it will, we feel that the current meeting has 
paved a way for understanding and sympathy between 
manufacturers and dealers which will leave a lasting im- 
provement in factory-dealer relations which could not 
have been brought about in any other way. For that 
reason, at this early date, we would declare the first meet- 
ing here an outstanding success. 


To F. W. A. Vesper and his colleagues, to R. H. Grant, 
B. &. Hutchinson and E. H. McCarty, we salaam. It is 
largely through the efforts of these men, we feel, that this 
new spirit of co-operation and confidence which permeates 
this meeting has been made possible. Surely, this is a 
step in the right direction, and comes at a time when a 
closer bond between makers and dealers is most essential 
to the welfare of the industry as a whole. 


It is true that there may be many members of the 
NADA and many dealers who are not members of the 
NADA who feel that this organization, representing as it 
does, some 31,000 dealers, should have come to Detroit 
with a chip on its shoulder and a determination to beard 
the manufacturers in their home stamping ground. Un- 
questionably this minority will feel disappointed that this 
meeting has not developed into a knock-down drag out 
battle between the car makers and the dealers rather than 
a sane, sympathetic discussion of mutual problems. That 
dealers in many lines have had just cause for complaint 
during the past years cannot be denied. We grant also 
that in many cases manufacturers have had real reason to 
complain about some of their dealers. 


But we do like the attitude that has been adopted by 
both sides at this meeting here in our own home town. 
Both sides have problems. Problems which in view of the 
new deal require time and study. Irrate mouthings, and 
impatient castigation from either side will get us no- 
where. We must all get together quietly, sanely and 
understandingly to work ourselves out of the difficulties 
which face both dealer and manufacturer in the coming 
year. 


This is exactly the course which has been chosen by 
the NADA and it is reflected in the addresses here today 
by representatives of the larger motor companies. It is an 
attitude and spirit which we hope has been bred to some 
extent by the mere fact that the meeting this year was 
called in Detroit. And because we feel that the mere fact 
that the meeting was called here has had some influence 
in developing this attitude and spirit, we respectfully sug- 
gest that all winter meetings of the association be brought 
here in the future. 


* a4 


We'll See You at Chicago 


DURING the past week the meeting of the Society of 
Automotive Engineers, the National Automobile 
Dealers Assn. and the Detroit Show have turned this town 
into a three-ring circus. ADN has endeavored to keep 
you posted on events at all three and we hope we have 
done our job well. We'll be seein’ yuh at Chicago soon. 


“ona Word in 


edgewise” 


By the Publisher 





All Brothers Only two American 


cities, New York 

Under the and Atlantic City, I 

; believe, lead De- 
troit in the number of national 


conventions within their gates 
each year. And yet in many 
years’ residence in Detroit I have 
never seen a convention week 
which seemed to assimilate right 
into the warp and woof (as 
t’were) of this metropolis as has 
the present meetings of the Na- 
tional Automobile Dealers Assn. 
and the Society of Automotive 
Engineers, coincident with the 
34th annual Detroit show. This 
is only natural, however, when 
you consider how dependent each 
of this triumverate are on the 
others, Without the engineers 
there could be no more vehicles. 
Without the dealers there could 
be no cars sold. And without De- 
troit where would—but why con- 
tinue when I can already hear 
the crys from Flint, Pontiac, Lan- 
sing, South Bend, Auburn and 
Kenosha. 
* & - 

HOWEVER, most of the men 
who make and sell cars from 
these towns are as well known 
in Detroit as in their old baili- 
wicks, so when we speak of De- 
troit as the motor center of the 
world, we mean towns and cities 
within a couple of hundred air- 
miles, wherein about 99.44 of all 
the motor transportation in the 
world is fabricated. 


It is probably entirely a waste 
of space for me to mention to our 
visitors this week that they are 
hardly seeing our fair city at its 
best. But there will be few in- 
deed who have not been here 
when the sun is shining and the 
majestic river of green waters, 
cleft by the green sward of Belle 
Isle, is dotted hither and yon by 
white sails, when the rolling hills 
of Bloomfield are fragrant—you’ll 
have to hold that other leg, Doc, 
while I get this jacket over his 
head! 

* Bd ” 

THIS IS A word of cheer to 
the peddlers of white space in 
newspapers, their bosses and 
many dealers in automobiles who 
may be disturbed by the reports 
that linage used by the manu- 
facturers at the New York show 
this year was considerably off— 
in some cases as high as 30 per 
cent. This has been hard to un- 
derstand in view of the excellent 
prospects for next year and there 
has been a general howl, to which 
even this column lent its own 
weak cry of protest. Someone up 
above must have been tuned-in 
on our short-wave set, because I 
am now carefully and reliably in- 
formed by a man who speaks in 
authority for one of the leading 
manufacturers that not only will 
the newspapers carry more auto- 
mobile advertising for the next 
six months than last year, but 
that it is planned to hit the ball 
hard in every territory where 
sales show the least signs of be- 
ing ready to harvest. 

He said he had talked with 
other competitive makers who 
were following the same lead and 
he volunteered the information 
that my prediction of “a 40 per 
cent increase in advertising ex- 
penditures for 1935,” while not a 
conservative estimate, still was 
easily within the possibilities. I 
asked him why he thought the 
decrease in linage had occurred 
this year on an ascending car 
market and he countered with the 
remark that if the space which 
last year was devoted to the pri- 
vate hotel shows were added to 
this year’s figures, the actual 
gross of car advertising would be 
greater. Some of you newspaper 
hounds with adding machines and 
sharp pencils will have to give me 
the answer to that one. Anyway, 
don’t give up the ship, men— 
thar’s gold in them peak-and- 
valley months of the selling sea- 
son just ahead! 

* oo Ed 

MAYBE ITS BASED on the 
old adage about the prophet who 
is without honor in his home- 


AD). 5-15. 





Harmonizing Harmony 





town or the one about the far- 
away green pastures, or maybe it 
was just plain cussedness, enyhoo, 
it must have given some of our 
dealer guests a mild surprise to 
find the cars not made in Detroit 
so prominently displayed during 
this week. The ground-floor of 
the headquarters hotel, Statler, is 
taken over by Studebaker body, 
soul and britches. Auburn is for- 
tunate in having their big show- 
room next door to the Auto Show 
entrance and Nash is prominent 
with hotel headquarters, plenty of 
factory officials present and the 
general impression that the im- 
portance of this auto week from 
a dealer stand-point is pretty im- 
portant in their lives. 

It sorta appears to us, when 
we consider the many thousands 
of dollars that are spent by our 
home-town boys to “contact-the- 
dealers” that some of them have 
muffed the ball almost completely 
in sensing the significance of hav- 
ing the cream of their dealer 
prospects right in their own front 
yards. They can’t say the “little 
drummer boy of the industry” 
didn’t warn them, because as long 
as three months ago, ADN gave 
a little luncheon at the DAC to 
which were invited all of the 
manufacturers and the civic lead- 
ers of Detroit, the importance of 
the present week was pointed out 
and plans made, some of which 
are being utilized profitably this 
week. However, to the victors 
belong the spoils and maybe we 
were wrong in even bringing up 
the subject at all. 

& * * 

This issue is being printed early 
enough on Tuesday. We hope to 
distribute it at the close of the 
NADA banquet tonight and to 
mail it before midnight to our 
many thousand readers who are 
waiting to get the hot news from 
the big convention they were un- 
able to attend. We know from, 
many letters of commendation we 
receive that our readers consider 
these extra editions during show 
times, convention meets and dur- 
ing emergencies in the industry 
(such as the threatened strike 
last spring) as one of the reasons 
why they are willing to pay $6 
per year for this kind of service. 
We appreciate the orchids and 
gladly pass them along to the 
editors, but after all, an industry 
which last year absorbed about 
10 per cent of the nation’s spend- 


ing is entitled to a live, honest 
trade NEWSpaper and the day 
we fail to deliver, we shall be 
traitors to ADN and not worthy 
of the position you have given 
us.—G.M.8S. 


IN THIS 
CORNER 


Neighborhood Sales 


Please pardon this _ belated 
acknowledgment of your letter of 
Dec. 12, and your interpretation 
of the Neighborhood Sales and Serv- 
ice movement. This is an interest- 
ing book, and you are to be com- 
plimented for your accomplishments 
in this direction. 

I believe that many of the readers 
of Commercial America, which is 
circulated entirely abroad, would be 
interested in learning something 
about this Neighborhood movement 
in the automotive field, and I should 
therefore like, if it meets with your 
approval, to prepare an article based 
on your book. I should, of course, 
like to illustrate the article and have 
tentatively selected the following 
cuts: first, Super-Service A La De- 
troit, used on page six of your Aug. 
18 issue; and second, New Oldsmo- 
bile Neighborhood Station, used on 
page 10 of your Sept. 8 issue. 

Since according to your letter the 
photographs are not available, I have 
two other ideas. First, in case you 
have now finished with these cuts, 
or two others that would serve the 
Same purpose, you might let us have 
them to illustrate our story; and 
second, if you have further use for 
the cuts, you might be willing to 
have electros made of them. In 
order to make you as little work 
as possible, you could have your 
electrotyper send the plates directly 
to me, as well as the bill covering 
the cost. Anything you may be 
able to do for me in this connection 
will be appreciated. Our main ob- 
ject is to help create a greater de- 
mand abroad for American auto- 
motive products. — Herbert W. 
Gruber, editor, Commercial America, 
Philadelphia, Pa. 


Far and Wide 

The first four Studebaker deal- 
ers to check in at the company’s 
headquarters in the Statler were 
from widely scattered points. The 
first was Henry Schleeter, dis- 
tributor in Houston, Tex. Then 
came Ray B. Cralle of Tampa, 
Fla, and he was followed by 
Frank Weinrich of San Antonio. 
The fourth to register was J. H. 
Elam jr., of Yakima, Wash. 
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HITS AGAIN 
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At the largest and most enthusiastic meeting 
ever held by the Auburn Automobile Com- 
pany in New York, it was the consensus of 


opinion that Auburn had hit again. 


Roy H. Faulkner, president, told the dealers 
how the public buying trend is swinging toward 
better merchandise and said that style is daily 
becoming a more important factor in the lives 


of American people. 


The new 1935 Auburns are specifically design- 
ed in anticipation of this trend. And the results 
of the Show justified this opinion, for Auburn 
sold more cars during the New York Show than 


in any previous show ever held. 


AUBURN AUTOMOBILE COMPANY, AUBURN, 





Reports from all cities where Auburn has been 
on display at automobile shows indicate that 
Auburn is meeting with the same success there 


as in New York. 


Faulkner also thrilled the dealers when he frank- 


ly told them of Auburn's plans for the future. 


Auburn offers a complete line of large, roomy 
cars of distinction and individuality, and of 
superb performance, ranging in price from 
$695 to the smart supercharged models start- 
ing at $1445 ... and AUBURN’S CONTRACT 
IS LIBERAL. If you are interested in going for- 
ward with Auburn, now is the time to write 
and find out the details of our franchise. 


INDIANA, Division of Cord Corporation 


Auburn Headquarters, Room 1732, Book-Cadillac, Detroit 
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McCarty Sees Manufacturers, s, Profits Mutual Aim 


Losses is: One enough territory to enable them] is competitive over enough of | ing here in Detroit promise much _— Rotter Year 
for the future of the industry. 








to earn fair and equal participa-{ the buying market to make grow- Ah 1 R fl d 
M . tion in whatever growth the fu-] ing profits possible. “No one today can look into that eac e te 
eans Loss For ture brings to the industry of “9 Promises and forced drafts| future without hope. The pro- , B S] ec 
H eoc| Which they are a part. are poor substitutes for the kind} gress that 1934 has written into | . ( ; 
All, e Declar ©S| «7 Markets are created not{of mutual confidence that grows the record of the national econ- | y SHOW Crowds 
-_———- by the desire of manufacturers or| from deeds—fair treatment for| omic trend reaches _ even more - 
(Continued from Page 1) dealers to sell, but by the wants] every factor in the industry| Promisingly into 1935. |New York and here in Detroit, I 
. Ne oa Ss of people. Claims, therefore, will} which contributes something  to- “That the automotive industry | believe I am expressing the con- 
reducing prices, or giving dealers never be substitutes for value. ward its ultimate success. will share in whatever progress | viction not only of the industry 


the right to reduce prices on dis- ; 
continued models, without help- “8. Markets are made by price “10. Success seldom just hap- ‘ F ; , : , L § 
ing them bear the clearance costs,| Classes as well as by values.| pens. Looking ahead involves | tain. Its growth in 1934 made it|I say that, in my judgment, the 
robs them of the profit they| Dealers who are building wisely | action as well as thought—doing | the unquestioned leader in the | shows this year are presenting 
banked on when they took the| bY looking ahead must determine| as well as planning. Meetings | march toward better days. | uniformly the finest cars, the 
risk of purchase. Predictions are| if the price class they represent | such as these the NADA is hold-| “After attending the shows in| most beautiful, the most mechani- 
dangerous, but here’s one you |-——---——— , : ae eae oe 7 cally perfected, the greatest val- 
ues the industry has ever 


the year may bring seems cer-! but of the car buying public when 


can set down without qualifica- Ff 
tion or hedging: Manufacturers In ae Vee of Style achieved. 

and dealers will prosper together “We all need to become better 
or not at all. salesmen. We are selling the 


greatest product in the world and 
we have only just begun to learn 
how to do it. We have only just 
begun to realize that value makes 
sales cumulative, that service 
completes what selling can only 
begin.” 


Dealers Obligated 


“4. Dealers can’t earn the 
privilege of profitable representa- 
tion without contributing some- 
thing more than mere acceptance 
of discounts. Prosperity through 
looking ahead impose obligations 
upon dealers no less than upon 
manufacturers — obligations to 
carry adequate stocks, to provide 
sufficient demonstrators, to em- 
ploy enough salesmen to reach 
the market to which they are 
assigned. Passive representation 
helps neither manufacturer nor 
dealer to achieve the growth 
which sound value deserves. 

“5. Dealers can’t succeed by 
developing a part of their busi- 
ness and throwing away the rest. | 
Service, accessories, parts, are | 
foundation stones in successful | 
growing sales operations. 

“6. Dealers can’t build a profit- 
able, growing business on _ too 
small a part of a given market. 
They can’t profitably compete 
against other dealers handling the present arrangement the ra- 
their same product. They need dio department will be separate 
elbow room in which to turn/ LaSalle keeps faith in the same styles that attracted buyers in 1934. Hydraulically operated brakes, and| from other Noblitt Sparks build- 
around. They have a right to| a sway-eliminator are included on all models. ings here. 


Noblitt Sparks Begins 
Auto Radio Production 


Columbus, Ind., Jan. 15.—Pro- 
duction of automobile radios in 
the three-story factory building it 
recently acquired here has been 
started by Noblitt Sparks Indus- 
tries, Inc., according to official 
announcement. 

The new plant, formerly occu- 
pied by a furniture factory, con- 
tains 20,000 feet of floor space. 
Approximately 175 former em- 
ployes of the company’s radio de- 
partment have been or will be 
called back to work, the an- 
nouncement said. The company 
has announced that it will build 
four new models this year. Under 
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"Be salesman who is too indifferent to prospects 
usually gets fired... What about indifferent advertising 
that ignores most of the prospects? ... The New York 
papers most used by automobile advertisers do not reach 
the districts where most of the cars are sold— and The News 
does! You can do a good advertising job in the New York 
market with The News alone ... you can’t do the best job 


without it! Are you spending enough in The News this year? 





Tribune Tower, Chicago e¢ 220 EAST FORTY-SECOND STREET, NEW YORK CITY 
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Detroit, Jan. 15—A series of 
special service schools in which 
field men in 43 zones and service 
men of dealers throughout the 
country will be thoroughly in- 
atructed in servicing the new 
mechanical features of the 1935 
passenger cars and trucks, has 
been inaugurated by the Chevro- 
let Motor Co. Within six weeks, 
according to C. W. Wood, man- 
ager of the service and mechani- 
cal department, the entire fac- 
tory and dealer service organiza- 
tion will be thoroughly grounded 
in the construction, operation, 
and maintenance of units that 
are new in design this year, and 
in the use of special tools and 
equipment already developed for 
servicing the new models. 

The instruction program began 
with one-day schools Jan. 14 for 
the service representatives in 
each of the 43 zones, conducted 
by the zone service managers, 
who previously had attended a 
factory training course. On the 
following day, all zone depart- 
ment heads received the same 
instruction. 

Field schools, beginning Jan. 
21, organized by the zone service 
managers and with the zone serv- 
ice representatives as instructors, 
carry the instructions to the deal- 
ers’ service organizations. Classes 
are limited to 10, to insure free 
discussion and individual atten- 
tion to each man. Separate classes 
are held for service managers and 
for shop foremen and mechanics. 

At each school, the instructor 
is equipped with units and parts 
that are new to Chevrolet this 
year, and with the essential 
special tools required. An hour 
and a half of each session is 
given over to the showing of slide 
films, one on Master model 
changes and one on the Standard 
model and truck changes. 


General Electric Sales 


In 1934 Have Big Gain 

Schenectady, Jan. 15.—Orders 
received by the General Electric 
Co. during 1934 amounted to 
$183,660.303, compared with $142,- 
770,791 for 1933, an increase of 29 
per cent, Gerard Swope, president, 
announced. 

Orders for the quarter ended 
Dec. 31 amounted to $51,046,760, 
compared with $37,985,790 for the 
last quarter of 1933, an increase 
of 34 per cent. 
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Chevrolet Opens Service 


Schools for New Models 
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Avery Claims 
Honor of Being 


Oldest Dealer 


Detroit, Jan. 10.—F. E. Avery, 
69, of Columbus, O., Pontiac 
dealer, lays claim to being the 
oldest automobile dealer in Amer- 
ica. He was among the first in 
line at the NADA registration 
booth at the Statler Hotel. He 
received one of the first dozen 
badges issued. 

Avery began selling cars in 
1900. He started in a small build- 
ing on Franklin street, in Colum- 
bus, where he ran a retail bicycle 
sales and repair shop, and his 
first retail sale was a one lunger 
Winton. While the building has 
gone where all good buildings go, 
Avery now has a more elaborate 
and pretentious salesroom. 

His first sale was to Maior H 
M. Neal, a retired capitalist of 
Columbus, the date of the sale 
being September, 1900. 

Since then Avery has sold Olds- 
mobiles, the curved dash ones of 
the 1903 to 1906 vintage. the aire | 
cooled Franklins, with their four | 





cylinders mounted cross ways of | from last year’s in that many of | 


the frame, covered by round or | 
barrel shaped hood. 

Avery is a motor car student. 
He says the greatest improvement 
in motor cars is shown in the | 
metallurgy of the present models, | 
as compared with the older ones. | 

| 


Dates Are Announced 


For Springfield Show | 


Springfield, Mass., Jan. 15.—The 
Springfield Automotive Dealers’ | 
Assn. will stage its annual Auto- 
mobile Show Jan. 28 to Feb. 2 at 
the Springfield Auditorium. All 
space in the main hall and base- 
ment has already been allotted, 
according to Harry W. Stacy, as- 
sociation secretary. 

Makes exhibited will include 
Buick, Cadillac, LaSalle, Chevro- 
let, Chrysler, De Soto, Dodge, 
Ford, Graham, Hudson, Terra- 
plane, Nash, LaFayette, Lincoln, 
Oldsmobile, Packard, Pierce- 
Arrow, Plymouth, Pontiac, Reo 
and Studebaker. 





Fellow: 
Beauty: 


“Hey, Beautiful, what’s the hurry?” 


“I’m off for Hupp headquarters. 
Those new Hupps are so handsome the 
boys won’t look at me anymore. I’ve gotta 
stop this competition.” 


Come in and talk Hupmobile—Rooms 1404-06, 


Statler. 


Dodge Show 
Sales at N. Y. 
Top Last Year 


Detroit, Jan. 15—The buying 
mood of the public, in favor of 
the 1935 models now being pre- 
sented at the various automobile 
shows, is illustrated by a report 
received by A. vanDerZee, general 





sales manager of Dodge Brothers | 


Corp., detailing the actual sales 
made during progress of the New 
York show. 

According to the figures, show- 
time sales made by Dodge repre- 
sentatives totaled 283—192 sales 
being of Dodge passenger cars, 36 
of Dodge trucks and 55 of Plym- 
ouths. 

This show sales volume means 
a gain of 62.2% over that re- 
corded during the New York 
automobile show of 1934, when 
174 cars and trucks were regis- 
tered with Dodge headquarters. 


“While the gain is an exceed- 
ingly satisfactory one and indi- 
cates the constantly increasing 
buying interest of the public, it is 
also reasonable to assume that 
sales made at the New York show 
this year would have been still 
greater in volume, had the 1935 
show duplicated the conditions 


that existed during: the 1934 ex- ' 


hibition,” comments vanDerZee. 
“This year’s conditions differ 


the maior makers had shown 
their 1935 models considerably in 
advance of the shows, with the 
result that orders which might 
have been placed under the stim- 


ulus of the show atmosphere 
were placed earlier, at dealers’ 
showrooms. 


“In my opinion, the fact that so | 


large a show sales gain was re- 
corded this year further bears out 
the prediction that the industry 
is headed toward a busy year.” 


In Attendance 


Studebaker’s sales and engi- 
neering departments are well rep- 
resented. From the former are 
Paul G. Hoffman, president; 
George D. Keller, director of 
sales; Kenneth B. Elliott, who di- 
rects activities in the Detroit ter- 
ritory; Ottis Lucas, special sales 
promotion man; David Osborn, 
director of training: James M. 
Cleary, vice-president, Roche, 
Williams & Cunnyngham, Stude- 
baker’s advertising agency; Sam 
Richards, sales department, and 
Morrow Krum, the publicity man. 
D. G. Roos, chief engineer, is here 
to preside at the S. A. E. meet- 





ings until his gavel is taken over 


by William Stout. W. S. James, 
H. S. Churchill and others of the 
Studebaker research laboratories, 
are also present. 


Airline Service 
Newark, N. J., Jan. 15.—New 
service of American Airlines be- 


tween Newark and Pacific Coast | nounced by C. B. O’Connor, gen-/| and budget selling activities. 
inaugurated Monday 
when a Douglas airliner, the South- 


points was 
erner, took off for Philadelphia. 





Willys Pane 


Just Before the Battle 


Left to right: Fred W. A. Vesper, 








president of NADA; Mayor Frank 
Couzens, who delivered Detroit’s city greetings; and Aaron DeRoy, 
president MATA, who asked NADA for a return engagement, all 

seated on the speaker’s rostrum in Convention Hall. 


Toronto Public Eager 


To Buy at Motor Show 


| Labor Elections Set 


For Motor Plants 


| Detroit, Jan. 15.—Automobile 
Labor Board has announced the 
following schedule of elections to 
| be held at automobile plants to 
eos bargaining representatives 
| under the proportional represen- 
| tation plan set up in the Presi- 
dent’s settlement of last March: 
Jan. 15.—Nominating election, 
| Dodge forge plant, Lynch road 
| truck plant, and Amplex division 
| of Chrysler Corp. 
Jan. 17.—Nominating election, 
| Plymouth Motor Corp. 
Jan. 18.—Nominating election, 
| Chrysler Highland Park plant. 
Jan. 22 and 23.—Nominating 
election, Dodge Brothers Corp. 
Jan. 25.—Final election, Dodge 
| forge plant, Lynch road truck 
plant, and Amplex Division of 
Chrysler Corp. 
Jan. 25.—Final election, Chrys- 
ler Highland Park plant. 
Jan. 29.—Final election, Plym- 
outh Motor Corp. 
Jan. 31 and Feb. 1.—-Final elec- 
tion, Dodge Brothers Corp. 
During the first two weeks in 
February elections will be held in 
plants of following companies: 
Packard Motor Car Co.; Chevro- 
let gear and axle division of Gen- 
eral Motors Corp.; Hudson Motor 
Car Co.; and Kercheval and Jef- 
ferson Avenue plants of Chrysler 
| Corp. 





Goodrich Tire Makes 


Changes in Personnel 
Akron, O., Jan, 15.—E. P. Weck- 
|} esser, sales executive of the 


| Associated Tire Lines division of 


|@. F.. Goodrich Co. has been trans- 


Sa 3 a 





| Toronto, Ont., Jan. 15 (UTPS) 

Salesmen at the fourth annua) 
National Motor Show of Canada, 
which opened Saturday in the 
'Automotive Building here, are 
jubilant over the public tendency 
to buy. 

Attendance on the first day was 
the largest in the history of the 
National Motor Show, and the 
| Salesmen for all makes of cars, 
whether high- or low-priced, were 
a unit in reporting that sales for 
— day were better than on any 
| 


| 





previous opening day. They also 

| state that prospects were definite- 
ly sounder and less vague than in 
other years. Salesmen were im- 
pressed by the fact that the pros- 
pects wanted to buy, and only 
needed to be shown what type of 
car was the best purchase. 


Loyalty 

That the Detroit automobile 
show will ever overshadow the 
importance of the New York ex- 
position was scouted yesterday by 
George D. Keller, director of sales 
for Studebaker. 

“New York’s show will always 
| be the most important from the 
public’s point of view,” said Kel- 

ler. “It is possible that Detroit’s 
show may become the most im- 
portant from a trade point of 
view, but even that is doubtful 
Detroit is a wonderful city and 
much of our industry is gathered 
around it. But after all, it’s sort 
| of like the enemy’s camp for us. 
| We’d like to have a wonderful 
| little city named South Bend be- 
come the center of all trade ac- 
tivities.” 





appointment of M. G. Huntington, 
| former advertising manager of 


the Associated Lines to the sales 


ferred to the Goodrich automobile | department of the same division 


; tire division Jan. 1, it is an- 
| eral tire sales manager. 
Other changes in personnel an- 


nounced Jan. 1, include’ the 


aes a Rte. 


as manager of sales promotion 
L 
| T. Greiner, former assistant to 
| Huntington, was named adver- 
'tising manager by H. E. Keller 





| Delivery for 1935 





Willys has added this smart looking panel commercial job to its new line. Low initial cost and reduced 


upkeep are features of the line. 


This model lists under $500. 
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Detroit, Jan. 15.—A roster of the ;4- Cook, Detroit, Mich., Dodge; Frank F. 
; - ; Creok, Pawtucket, R. I., De Soto, Plymouth, 
early arrivals at the NADA head- Statler 748; Gen G. Cery, Des Moines, Iowa, 
quarters at the Statler Hotel in- | statier 1251; Harvey Counts, Topeka, Kan., 
cluded delegates from nearly Plymouth, Statler 2805; Tom A. Coughlin, Dav- 
8 : port, Towa, Hudson, Statler 361; J. Paul 
every state in the union. A par-|Ciiie’ parkesh : 

4 Dee - 7 » P ssburg, W. Vs Pontiac, Buick, 
tial listing of convention visitors | Cadillac, LaSalle, Book 2722; Ray 6. Cralle, 

follows: Tampa, Fla., Reo, Studebaker, Statler 524. 


S. K. Crocker, Cincinnati, O., Cadillac, Book 
1034; Fred C. Cullum, Tampa, Tex., Dodge, 
Book 1140; D. N. Culley, Marion, Ind., Statler 
538; J. R. Cullum, Amarillo, Tex., Dodge, 
Plymouth, Book 837; C. B. Cunningham, Pitts- 


A 


@eo. H. Acker, Erie, Pa., Ford, Statler 551; 
Ear! W. Adair, Scranton, Pa., Code Comm., 
Matler 795; D. H. Adams, Macon, Ga., Hupp, 


Book 1148; will G. —_— Little Rock, Ark., | burgh, Pa., Ford, Statler 1233; R. D. Cunning- 
Counsel, State Comm., Statler 465; J. A+ | ham, Knoxville, Tenn., Buick, Pontiac, Book 
Charies, St. Louis, Mo., Statler 1048; W. H. | 1907; RR, § Cunningham, Rochester, N. Y., 
Alten, Denver, Colo., Code Comm., Statler! gratier 929: ©. C. Currie, Houston, Terx., 


1002; Edward Allen, Fort Worth, Tex., Book 


Grah , Statler 945; e . cy 
1635; C, E. Andersen, Birmingham, Ala., Code snevyy oi waney W, Sateen, Resay 


Mount, N. Y., Chrysler, Plymouth, Statler 365. 


Comm., Statler 372; E. R. Anderson, Oak 

Park, Ill., Chrysler, Statler 1019; M. W. And- D 

erton, Winchester, Tenn., Ford, Statler 414. C. A. Dailey, Erie, Pa., Chevrolet, Statler 
Forrest Andrews, De Kalb, Ill., Book 1125; | 814; Glen M. Dailey, Columbus, 0O., Statler 

Frank Applegate, Racine, Wis., Ford, Lincolm, | 1041; C. R. Dalrymple, Fargo, N. D., Statler 


347; H. A. Dale, New Kensington, Pa., Book 
1912; Pat Davis, Houston, Tex., Ford, Book 
2801; James A. Davis, Hutchinson, Kan., Chey- 


Statler 211; Jehan Burton Arbuckle, Erie, Pa., 
Automotive Assn., Statler 408; E. D. Arnold, 
Arnold Strong Motor Co., St. Joseph, Mo., 


V.P., Dodge, Statler 1009; W. G. Ash, Boise, | rolet; Geo. $8. Davidson, Morgantown, W. Va., 
Idaho, Idaho State Adv. Comm., Statler 417; | Hudson, Terraplane, Book 2746: Geo. W. Da- 
W. 6B. Atley, Parkesburg, W. Va., Automobile | vidsen, Tulsa, Okla., Statler 727; M. V. De- 
Dealers Assn.; £, L. Austin, Columbus, 0O., | Forest, Sharon, Pa., Buick-Pontiac, Statler 
Code Administration, Tuller 438; R. L. Ausel, | 690; Charles J. DeLand, Detroit, Mich., Asst. 
Wichita, Kans., Statler 1204; D. E. Avery, | Code Comm. of Mich., Statler 1134; H. F. 
Columbus, 0., Pontiac, Statler 411. Delano, Milford, 0., Chevrolet, Olds, Statler 
608. 


B 
C. A. Bailing, Lakewood, O., Buick, Pontiac, 
Statler 647; Leslie A. Bailey, Milwaukee, Wis., 
Ford, Statler 570; J. A. Baker, Salt Lake City, 
Utah, Ford; A. C. Baker, Inc., Kalamazoo, 
Mich., Ft. Shelby 530; W. A. Baker, Hudson 


J. De Mooyer, Battle Creek, Mich., Chevrolet, 
Olds, Statler 283; E. V. Derks, New Rochelle. 
N. Y., Buick, Pontiac, Statler 1062; Howard 
Dewey, Aurora, Ill., Nash, Statler 844; Thomas 
N. Donaldson, Pittsburgh, Pa., Chevrolet, Book 


Motor Car Co., Detroit, Mich.: Low Baner, | 912; P. P. Douglass, Detroit, Mich., DADA; 
Cincinnati, O., Ford, Statler 204: W. R. Bar- | Oliver Dreyer, Texarkana, Ark., Ford, Book 
rick, Wheeling, W. Va., Book 628: Frank Bar- | 1029; Frank E. Driscoll, Dorchester, Mass., 

Ford, Statler 1192; Geo. J. Duffield, Des 


Rer, Algonac, Mich., Chevrolet and Olds, Stat- 
ler 788; C. C. Bateman, Fornell, N. Y., Dodge, 
Detroit-Leland 1903. 


H. E. Bek, Charleston, W. Va., Studebaker, 
Book 2729; H. 0. Bell, Missoula, Mont., Ford, 
@rst to sign at headquarters; A. B. Benholder, 
Grand Rapids, Mich., Statler 942; A. N. Ben- 
sen, Minneapolis, Minn., Statler 624; John Van 
Benschoten, Poughkeepsie, N. Y., Dodge, Plym- 
@uth, Chairman Code Comm., Statler 1483; Ray 
€. Bennett, Youngstown, O., Code Office; W. J. 
Bentiey, Santa Fe. N. M., Secy. State Advisory 


Moines, Iowa, Willys, Auburn, Statler 914; C. 
A. Dunham, Cleveland, O., Buick, Statler 601; 
C. €. Dupaginer, New Orleans, La., Pontiac, 
Statler 825. 

E 


W. OD. Edwards, Ponca, Okla., Plymouth, 
De Soto, Statler 679; W. S. Edwards jr., Bir- 
mingham, Ala., Chevrolet, Statler 546; H. A. 
Egoef, Peoria, Il., Olds, Statler 1147; G. B. 
Ehrman, Cleveland, O., Ford, Detroit-Leland 
1531; J. L. Elam Jr., Yakima, Wash., Stude- 


Comm. Statler 808; H. Bernard, Jamestown, | baker, Hudson, Statler 861; Fred E. Emich, 
N. D., Chevrolet, Statler 1216. Chicago, Tll., Chevrolet; Frank A. Englane, 
Greenville, Wis., Ford, Statler 973; H. T. 

wi Rt: Calne Corte, Sater | Eat tau” Towe” Nah, stale O43: 
0. c. Birk'and, Erie. Pa., Graham, 0 c. B. English, Washington, D. C., Ford, Statler 
Birkland Motor, Statler 747; A. H. Bishop, | 1229: Hugh R. Erbaugh, Flint. Mich.; Cart 
Baltimore, Md., Autocar, Pres. Auto Trade Evans, Wichita, Kan., Dodge, Plymouth, Stat- 
: : ler 1208; Walter Evans, Richmond, Va., Stat- 


Assn., Statler 432; F. H. Bagda, Green Bay, 
Wis., Chevrolet, Pres. Green Bay Auto Dealers, 
Statler 209; L. C. Bolles, Plattsburgh. N. Y., 
Statler 516; H. Bomgardner, Scottsbluff, Neb., 


ler 506. 
F 


Frank J, Fanning, East Orange, N. J., Hud- 


Ford, Statler 714; H. A. Bonnell, Newark, N. | 80m, Book 928; Geo. W. Fellows, Steubenville, 
J., Chairman N. J. State Advisory Comm., | 0., Chevrolet, Statler 310; R. W. Ferris, 
Book 428: Ralph M. Beuney, Portland, Me., | Akron, O., Buick, Pontiac, Statler 647; Waiter 
Nash, Statler 902. Ferrell, Des Moines, Iowa, Statler 220; Clar- 

E, Fisher, Newark, N. J., Cadillac, La- 

John V. Booth, McKeesport, Pa., Chevrolet, |S") =" : : , 

Book 1912; Lany Bough, Quincy, Mass., Ford, Salle, Studebaker, Book 2222; Geo. Fitts, 
Statler 303: C. D. Bopp, Decatur, Ill; Reo- Bethesda Motor Sales, Bethesda, Md., Dodge, 
Nash, Statler 1339: €. M. Boss Brownstown Statler 501; 8. J. Fournoy, Norfolk, Va., Ford, 
Ind., Chevrolet, Statler 1221; Tom Botteritt, | BOOK 805: Frank Fluckiger, Dubaque, Towa, 
Denver, Colo.,. Hudson, Statler 1002; Shad | P&dse. Plymouth, Statler 645. 


J. T. Foerster, Tulsa, Okla., Buick, Olds; Leo 


Bowyer, Phoenix, Ariz., Packard, Hudson, Stat- 
J. Fex, Cleveland, O.; Jerry B. Frey, Hous- 


ler 637; Frank Boyer, Terre Haute, Ind., Ford, 
Lincoln, Book; Ellis H. Boyd, Ft. Worth, Tex.; 
Chevrolet, Book 1729; 0. H. Braeger, Milwau- 
kee, Wis., Chevrolet, Statler 670; Fred A, 
Grandt, Steubenville, O., Buick, Pontiac, Stat- 
ler 1083. 


1. S. Brown‘ee, Lakewood, O., Chevrolet, De- 
troit-Leland 1553; K. C. Browne, Colambus, 
©., Hupmobile, Statler 643; F. F, Brophy, 
Kalamazoo, Mich., Chevrolet, Statler 1139; 
Fred L. Brown, White Plain, N. Y., Buick, 
Pontiac, Chevrolet, Book 2417; W. L. Brether- 
ten, North Platte, Neb., Chevrolet, Statler 702; 
A. J. Bruen, Kenosha, Wis., Nash, Statler 
558; Fulton A. Bryan, Newark, O., Dodge, 


Plymouth, Statler 1217; H. C. Buehanan, 
Knoxville, Tenn., Chevrolet, Book 1228; S. H. 
Buchanan, Steubenville, O., Oldsmobile, Fort 
Shelby 2069. 


C. W. Buchanan, Macon, Ga., Ford, Book 
1100; E. C. Bull, NADA Dir., Baffalo, N. Y., 
Pierce-Arrow, Statler 1219; C. 8%. Bunting, 
Peoria, Ill., Statler 407; Ernest Burwell, Spar- 
tansburg, 8. C., Chevrolet, Statler 258; Harry 
3. Burrows, Portland. Ore., Used Car Dir., 
Statler 479; B. B. Burns, Decatur, Il., Dodge, 
Plymouth, Statler 741; R. O. Burnett, Port- 
land, Ore., De Soto, Plymouth, Statler 475; 
Chas. Butier, Tecumseh, Mich., Ford; H. D. 
Butterfield, Cadiz, 0., Dodge and Plymouth. 


Oo 

C. H. Caiheun, New York, N. Y., Book 2206; 
Cc. J. Campbell, Omaha, Neb., Hudson, Book 
1929; Thos. B. Campbell, Saranac Lake, N. Y., 
Buick-Olds, Statler 518; Gall T. Carter, Welch, 
W. Va., Dodge-Plymouth, Fort Shelby 992; 
t. K. Carter, Oakmont, Pa., Dodge-Plymouth, 
Tuller 371; H. E. Cardoze jr., Philadelphia, 
Pa., Statler 831; H. Barr Carlisle, Batt Lake 
City. Utah; Chevrolet, Statler 358; D. 8B. 
Cassatt, Dubuque, Iowa, Statler 618; D. E. 
Casters, St. Louis, Mo., Buick, Pontiac, Statler 
921. 

Lt. E. Catheart, Topeka, Kan., Chrysler; 8. 
CG. Catren, Beckley, W. Va., Dodge, Plymouth, 
Book 2755; Jake Chambers, Cincinnati, 0O., 
Btatler 1146; A. W. Chapin, Syracuse, N. Y., 
Buick, Pontiac, Statler 1223; Leuis Charvoz, 
Akron. O.. Chevrolet, Statler 980; Jesse M. 
Chage, Pocatello, Ida., Ford. Statler 415; Cari 
Cheeseman, Butler, Pa., Chevrolet, Statler 408; 
Cc. J. Christian, Valley Falls, Kan., Plymouth, 
Statler 2805. 


W. Chumley, Winchester, Tenn., Ford, Stat- 
ler 414; C. C. Claytom, Wheeling, W. Va., 
State Advisory Comm.; L. L. Cline, Ponca 
City, Okla., Pontiac, Statler 679; Leonard B, 
Colt, Providence, R. I., Chrysler, Plymouth, 
Statler 704; W. H. Cele, Genesco, N. Y., 
Dodge, Plymouth, Detroit-Leland 1903; C. C. 
Gole, Fairmont, W. Va., Nash-Willys, Book 
2745; M. J. Connolly, Dubuque, Iowa, Code 
@Gomm., Statler 646. 

CG. W. Coons, Poeria, Ml., Statler 1147; E. 
















Soto, Plymouth, Book 1826; A. 
Erie, Pa., Ford; J. M. Freed, 
Statler 858; P. W. Freid, 
Waynesboro, Va., Ford, Statler 309; A. A. 
Forbragd, Bradley, S. D.; E. Freas, Clarion, 
Pa., Chrysler, Imperial 301. 


G 
A. M. Gahran, Albany, N. Y., 
1040; A, W. Gallup, Ann Arbor, 
ard; Chas. E. Gambill, Chicago, I! 


ton, Tex., De 
E. Freeman, 
Schenectady, N. Y., 


Zuick, Statler 
Mich., Sew 
; Chevrolet, 


Statler 354; H. T. Gardner, Cincinnati, O., 
Statler 342; H. A, Gelineau, Warwick, R. IL, 
Chevrolet, Olds, Statler 848; E. T. George, 
Louisville, Ky., Code Comm.; J. J. Gilligan, 
Latrobe, Pa., Dodge, Plymouth, Detroit-Leland 
1637; H. F. Gleason, Pittsburgh, Pa., Hupp. 
Karl E. Glick, Columbus, O., Hupp, Statler 
649; Wetzel Goff, Sisterville, W. Va., Ford; 
James F, Goodman, Chicago, Ill., Dodge, Book 
1126; Harry R. Gould, Hudson, N. Y., Ford, 
Statler 319; Bernard D. Gordon, Chicago, IIL, 


Goral, Fort Wayne, 
Detroit-Leland 1707; 
Studebaker, 
Miss., 


Buick, Statler 906; C. J. 
Ind., Dodge, Plymouth, 
Don K. Gray, Birmingham, Ala., 
Statler 546; Felix W. Grant, Jackson, 
Book 1241. 

W. C. Graham, Fort Wayne, 
Plymouth, Fort Shelby 


Ind., Chrysler, 
586; Lucian E. C. Gay, 
Portland, Me., Studebaker, Statler 1335; J. A. 
Gregory, Aurora, Ill., Olds, Fort Shelby 599; 
A. C. Greene, Columbus, O., Hupp, Statler 639; 
€. V. Griffin, Norfolk, Va., Ford, Book 801; 
Fred A. Groves, Cape Girardeau, Mo., Ford, 
Book; F. L. Gump, Shelby, O., Chevrolet, Olds. 


H 
Arthur Haas, Cleveland, 0O., 
Detroit-Leland; J. R. Hafer, 
Pa., Buick and Pontiac, Statler 
Hagan, San Antonio, Tex., Graham, 
980; Lb. L. Hains, Ogden, Utah, Chrysler- 
Plymouth, Statler 946; Willis J. Hakes, Fos- 
toria, O., Ford; Geo. Hall, Rockford, Ill., De- 
Soto, Plymouth and G.M.C. Trucks, Statler 
1025; Romy Hammes, Kankakee, Il, Ford; 
William Hamsen, Watseka, Ill., Ford; Frank 

H. Haupert, Freeport, Ill., Statler 734. 


H. H. Hart, Wolfeboro, N. H, Dir. N.A. 
D.A., Statler 916; Thos. G. Harris, Cape Gi- 
rardeau, Mo., Dodge, Book 2300; W. R. Har- 
ris, Albion, Pa., Ford, Statler 565; Edmund 
Haskins, Saco, Me., Pontiac, Statler 941; Lee 
H. Hawisher, Lima, 0O., Code Enforcement, 
Statler 961; W. P. Hayden, Owensboro, Ky., 
Hupmobile, Wolverine 1520; Orrin 8B. Hayes, 
Kalamazoo, Mich., Oldsmobile, Statler 1270; 
Harry H. Heidt, Covington, Ky., Dodge and 
Plymouth, Statler 1148; Fred Heinlein, Cin- 
cinnati, O., Statler 1140. 


8S. M. Heimlich, Long Branch, N. J., Dodge, 

Statler 1254, 0. E. Henry, Union City, Pa., 
Chrysler and Plymouth, Statler 775; Jaek 
Hendricks, Jr., Providence, R. I., Cadillac, 
LaSalle, Oldsmobile, Statler 848; Harry Her- 
mans, Columbiana, 0O., Buick and _ Pontiac, 
Statler 1627; D. A. Hendel, Youngstown, O., 
Oldsmobile, Statler 447; Wm. Hermey, Corning, 
O., Ford, Ft. Shelby 645; Frank M. Herrick, 
Jackson, Mich., Hudson, Statler 548; $8. 8. 
Herbison, Chicago, Ill., Buick, Book 836; John 
A. Herbert, Cincinnati, 0., Dodge-Plymouth, 
Statler 957; J. A. Hill, Russellville, Ky., 
Chrysler, Plymouth, Hudson, Terraplane. 


Harry Hintz, Elgin, Ill., Dodge-Plymouth, 
Book 1126; Geo. A. Hoereler, Pittsburgh, Pa., 
Ford, Statler 1170; John J. Hofweber, La- 
Crosse, Wis., Packard; Trammell Hollis, Mar- 
tinsburg, W. Va., Book; C. Lt. Holt, Minne- 
apolis, Minn., Chrysler-Plymouth, Statler 1280; 
Spencer T. Honig, Kenosha, Wis., Nash, Btat- 
ler 316; Elliott Budd Hopkins, Hopkins Motor 


Chevrolet, 1523 
State College, 
7665; 3. F. 


Co., Wheeling, W. Va., Dodge-Plymouth, Book | 
2720; W. C. H. Hornburg, Hartland, Wis., 
Ford, Statler 631; Stanley H. Horner, Wash- 
ington, D. C., Buick, Statler 1108; E. J. 
Hortan, Rochester, N. Y., Dodge and Plymouth, 


Detroit-Leland 1051. 


PRECIS 
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Roster of Early Arrivals at NADA Headquarters 


West Meets East 





Fred C. Cullum (left), Pampa, Texas dealer, demonstrated to Ade- 
laide Gedge, Detroit society girl, how they ride ’em out on the plains. 
C. P. Kuykendall, from Lubbock, Texas, was riding herd on the story. 








L. E. Howe, Middletown, O., Chevrolet, Book Frank W. Kelsey, Huntington, Ind., Chev 
1021; D. J. Howland, Providence, R. I., Hud- | rolet, Statler 547; N. P. Kerns, Chillicothe, 
son, Statler 302: T. L. Huber, Lake Charles, | O., Dodge, Statler 915; L. O. Key, Roanoke, 
Pa., Ford, Book 1029; J. C. Hudgins, Norfolk, | Va., Dodge, Statler 345; B. R. Kidd, Lucas- 
Va., Dodge-Plymouth, Book; Wm. Hughson, | Kidd Motor Co., Anderson, S. C., Ford; T. F. 
San Francisco, Cal., Ford; John P. Hughes, | Kilmartin, San Francisco, Cal., Book 1625; 
Lynchburg, Va., Dodge-Plymouth, Statler 345;| T. F. Kinman, Grand Island, Neb., Chevrolet; 
R. A. Hult, Madison, Wis., Chevrolet, Statler | P. C. King, Jr., Washington, D. C., Statler 
280. 610; Russel B. King, Cincinnati, O., Chevrobst 

I Statler 1106. 
C. W. Ide, Los Angeles, Cal., Statler 632 W. B. Kinney, Belmont, O., Dodge, Statler 
x 77; J. R. Kister, Chicago, Ill, Statler 1015; 
H. K. Kittrell, Mobile, Ala., Dodge, Statler 

Emmett J. Jackson, Dayton, O.; Gilbert L. | 935; A. N. Kline, Reading, Pa., Studebaker, 
Jarman, Baltimore, Md., Dodge-Plymouth, Book | Statler 781; Claude S. Klugh, Harrisburg, Pa., 
2525; R. S. Jenkins, Dayton, O., Dodge, Book | Statler 406; G. T. Knight, Wheeling, W. Va., 
930; W. T. Johnstone, Macon, Ga., Commis- | Reo, Book 903; B. F. Knuth, Omaha, Neb., 
sioner, Book 1148; Geo. C. Johnsen, Clarks- | Chevrolet, Statler 780; K. Kogelmann, Madison, 
burg, W. Va., Hudson, Book 2701; Wm. L.| Wis., Chevrolet, Statler 280; R. E. Kreider, 
Johnson, St. Louls, Mo., Chevrolet, Book 1626;]| Erie, Pa., DeSoto-Plymouth, Statler 741; N. 
J. Leo Johnson, Montpelier, Vt., Statler 916;| T. Krumm, Schoolcraft, Mich., Chevrolet, Ft. 
E. W. Jones, Marquette, Mich., Chevrolet, | Wayne 926: G. P. Kuykendall, Lubbock, Tex. 
Statler 411; S. E. Jones, Kenosha, Wis., Nash, | Chevrolet, Statler 287. 

Statler 318; A. H. Jones, Hastings, Neb., L 
Chrysler, Statler 726; Willard H. Johnson, , c 
Greenville, Mich., Oldsmobile, Statler 357;| Edward H. Labine, Nashua, N. H., Buick, 
Harry T. Jose, Augusta, Me., Graham, Stat- | Statler 802; L. J. LaFond, Belleville, Il)., Code 
ler 802 Commissioner, Statler 901; Fred 8B. Lager, 
K Charleston, W. Va., Code Commissioner, Statler 
194; Eugene T. Lalmant, Hampstead, N. Y., 

S. 1. Kamin, Pittsburgh, Pa., Chevrolet, | Dodge-Plymouth; R. W. tCLambert, Ironton, 

Book 1912; W. P. Kappro, Clarksburg, W. Va., | Ohio, Chrysler-Plymouth, Statler 257; Reland 


€. Lancaster, Bangor, Me., Graham, Statler 580; 
Wayne L. Langley, Providence, B. I., Statler 
706; J. W. Lang, Meadville, Pa., Dodge-Plym- 


Chevrolet, Statler 649; F. J. Karpp, Blissfield, 
Mich., Buick-Pontiac; Mayer Keddler, Portland, 
Me., Code Commissioner, Statler 902; BIL? Keis- 


ter, Clarksburg, W Va., Chevrolet, Book; | euth, Statler 742. 

D. G. Kelly, Grand Fork, N, D., Dodge-Plym- J. Reed Lane, St. Louls, Mo., Statler 636; 
outh, Statler 1022; H. W. Kellogg, Niagara| q °° g Larsen, Bradley, S. D., Plymouth 
Falls, N. Y., Chevrolet; C. Kelly, Kewanee, Re ; ; 

Ill, Ford, Statler 663 (Continued on Page 22) 
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A TECHNIQUE AS MODERN 


CHICAGO TRIBUNE RUN-OF-PAPER COLOR 


the powerful impact of the full newspaper page plus quality reproduction in color 
with all the appeal and economy which engineers have built into your 1935 line 


For months you and your engineers have 
lavished time, money and brains to develop 


new models. 

Now the new line is ready. It embodies the 
latest developments of laboratory and proving 
ground. 

Is your advertising as appealing—as modern— 
as the models it presents? 

Will it do justice to them? Will it create the 
interest which impels prospects to showrooms? 

Will it develop the preference you demand? 

It will—in the Chicago market—if you take 
advantage of the new technique—run-of-paper 
color—offered by the Chicago Tribune. 


Tribune run-of-paper color can give your news- 


paper announcements and sales advertising in this 
great Chicago market the appeal, speed and econ- 
omy which your engineers have built into your 
1935 line. 

With run-of-paper color in the Chicago Tribune 
you can virtually place your new models right in 
the living room of practically every motor car 
owner and prospect in Chicago and suburbs. 

On Sunday, with each family gathered as atten- 
tive audience, you can hold a simultaneous, private 
showing in over 610,000 homes in metropolitan 
Chicago alone. 

—39% more families in Chicago and suburbs 
alone than read any other Chicago Sunday news- 
paper, and 60% more, excluding the daily Tribune, 
than read any Chicago daily newspaper! 


AS YOUR NEW MODELS 


And, in addition, you can command without 
distraction the attention of another 290,000 fami- 
lies—prime car buyers—living in cities and towns 
in the great five-state territory adjacent to metro- 
politan Chicago. 

—a tremendous plus market equivalent in size 
and buying power toa city of more than a 1,000,000 
population. 

Ask a Tribune representative to give you com- 
plete information about run-of-paper color now 
available in the Chicago Tribune at a cost but 
slightly higherthan for black-and-whiteadvertising. 


Chicago Tribune 


THE WORLD'S GREATEST NBWSPAPER 
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A WNOUNCING THE 





1935 AEROFORM NASH 
BEAUTY - POWER +» ECONOMY : RIDE 


@ Emphatically the smartest and finest Nash ever built. 
Modern streamline design at its best. Flying-powered 
performance developed by Twin Ignition. All-Steel One- 
Piece Bodies. Super-Hydraulic Brakes. Automatic Cruis- 
ing Gear, giving higher car speeds at lower engine speeds 
—with astonishing economy. Synchronized Springing— 
car weight balanced 50-50, front and rear— providing a 


EXCLUSIVE 
ieee 
eRe: 


ride that seems to put a’ new road” under the car. Mid- 
Section Seating. Ball-Bearing Steering. Three new series. 
An Advanced Six, 120-inch wheelbase, 90 horsepower— 
$895 to $945. An Advanced Eight, 125-inch wheelbase, 
102 horsepower— $1115 to $1165. An Ambassador 
Eight, 125-inch wheelbase, 102 horsepower — $1240 to 
$1290. All prices f. o. b. factory. 


gN 1934, Nash Motors built and sold more than 

twice as many cars as in 1933, and recruited 
534 progressive new dealers. Now... entering its 
twentieth year... Nash Motors, with its new 1935 
line, offers forward-looking dealers one of the 
greatest retail opportunities in the automobile bus- 
iness. @ Nash and LaFayette together blanket the 
greatest volume market there is—that great market 
extending from the lowest price field to the top of 
the middle bracket. Two separate advertising cam- 
paigns benefit the same dealership. @ Exclusive 
territories are allotted except in large metropolitan 
centers, thus giving the dealer ample potential for 
volume. @ Factory policies are helpful, agreeable 
and friendly. No arbitrary shipments. Practical 
sales promotion support. A factory that not only 
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-- 1935 LAFAYETTE 











FINE CAR OF THE LOW PRICE FIELD 


@ The Nash-built 1935 LaFayette is a bigger — better outstanding 1935 LaFayette features. Other important 
LaFayette selling features include an 80 H. P. motor 


— 7-bearing crankshaft— aluminum alloy invar strut 
pistons—full pressure lubrication-—clutch pedal starting 
road. So smooth and rythmic a ride in a car of LaFayette’s —worm and roller steering — sealed cooling — oversized 
low price is truly sensational. In fact only Nash— electrical system. There are eight smart models priced 
of all cars at all prices—can match this and other from $585 to $750 f. o. b. factory. 


built—roomier car. LaFayette is in the lowest price field, 
yet owners of this car find themselves in the big car 
class! New synchronized springing levels the roughest 







wants the dealer to make money, but works to help cars offer from every angle of sales appeal. Then, 
the dealer make money. @ Examine the 1935 Nash for information on the franchise, write the Sales 
and the 1935 LaFayette and discover what these Department, Nash Motors, Kenosha, Wisconsin. 
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Hutchinson Urges Dealer 
Factory Co-operation 


(Continued from Page 1) 


chandised, this is a time when the 
initiation of such new ideas 
should be approached with ex- 
treme caution. Those of us who 
have survived the ordeal should 
now be primarily interested in 
stabilizing the recovery move- 
ment, in recouping our losses, re- 
storing our capital structures and 
taking full advantage of the op- 
portunities today presents. 


“It is not surprising that the 
factories are intensely jealous of 
their relationship with their own 
dealer body, and would also op- 
pose with every resource at their 
disposal ihe intrusion of any third 
party to the relationship. Fac- 
tories must always remain free 
to bargain with their dealers in- 
dividually without any outside in- 
terference by their own or the 
dealers’ national associations. 


Our Favorite Economist 


“We are hearing a great deal 
of discussion today about how 
this, that and the other thing 
should or should not be done to 
save the country. Everyone is 
turning into an economist of 
sorts. The only defense is to take 
the trouble to know something 
about your own business and 
never lose an opportunity to talk 
about it wherever you can exer- 
cise an influence in favor of fair 
and equitable treatment. 


“The past few years have seen 
some rather searching inquiry 
and a good deal of rather radical 
experimentation in the direction 
of the substitution of planned col- 
lective effort in the place of exer- 
cise of individual freedom and in- 
itiative. It is beginning to be- 
come apparent that there are 
quite definite limitations upon the 
progress that can be accom- 
plished in that direction. It is 


un-American to try to tell a man | 


what he can and must do. 


Rules of the Game 


“We all recognize that there 
have to be rules to the game, and 
that some authority must tell us 
what are the things we cannot do 
—and, by and large, those things 
we cannot do are the things 
which are unfair and harmful to 
the other fellow. But beyond that 
point, we do not take kindly to 
regimentation with its restriction 
upon our opportunities to work 
out our own destinies in our own 
way according to our own indi- 
vidual abilities and aptitudes. 

“Our great progress, and de- 
velopment, which has character- 
ized America among all the na- 
tions of the world, and which this 
depression has only interrupted 
but must not be allowed to stop, 


A\NDERSON- 


| perform 








has been made by men with the) 


vision and the courage to see and 
services to the public 
which their contemporaries re- 
garded as fantastic dreams. The 
conceptions of our Edison, 
sraham Bell, the Wright broth- 
ers, of Henry Ford or Walter 
Chrysler in our own industry, to 
mention only some of the more 
conspicuous of the hosts of many 


others who have contributed to| 
were | } 


our amazing progress, 
worked out under conditions of 
the greatest freedom for indi- 


| vidual effort, and under the most | 


intense competition.” 





Blowing in from the Windy City 


J. R. Histed, Charles 





Automotive Daily News Vhote 
E. Gambill, James Levy, Lafayette Markle and 
Ben T. Wright, all from Chicago. 





Cities Will Fight States 
For Share of Motor Taxes 


Washington, D. C., Jan. 15.— 
Rising conflict between state and 
city officials throughout the coun- 
try, forced by shortage of munici- 
pal funds, was predicted here to- 
day on the basis of an investiga- 
tion by the National Highway 
Users Conference. 

The struggle centers in efforts 
of cities to share increasingly in 
state funds raised by special mo- 
tor taxes, a report issued by the 
Conference indicates. 

A program already mapped by 
the United States Conference of 
Mayors, calling for return to 
cities of “roughly half” the sums 
their citizens pay into special 
motor tax funds, is cited in the 
report. 

Use of city streets by rural 
vehicles and use of rural high- 
ways by city vehicles are drawn 
into the picture by the report 
issued here today. 

“In the only state surveys yet 
made which measure the relative 
use of urban streets and rural 
highways in relation to the tax 
contribution toward each,” the re- 
port states, “it appears that the 
cities already have an advantage. 

“Urban vehicles, while consti- 
tuting 79 per cent of the total 
travel upon urban streets and 
rural highways, actually con- 
tributed, however, only 73.3 per 
cent of the total volume of special 
motor vehicle and all other taxes 
for urban streets and rural high- 
ways. These figures present the 
average for the three _ states 
(Michigan, Wisconsin and Illinois) 
in which surveys have been made 
by the United States Bureau of 
Public Roads.” 

Summarizing the report, Roy F. 
Britton, director of the National 








Highway Users Conference, 
stated: 


“If the principle be accepted | 


that allocation of special motor 
taxes should rest on the use made 
of streets and highways, all uses 
must be examined. 

“Even if there were no motor 
vehicles, streets would be required 
for the following: Pedestrians; 
moving people and freight to and 
from railroad stations; electric 


railways; electric and telephone 
|conduits, wires and poles; gas 
mains; water and sewage sys- 


tems; fire and police protection; 
collection of rubbish, ashes and 
garbage; emergency ambulance 
and medical aid; access to light 
and air; and beautification by 
parking and boulevarding. 

“Motor vehicles should con- 
tribute in part, however, to the 
cost of arterial routes through 
cities. The extent to which spe- 
cial motor vehicle taxes should be 
used in that manner should be 
determined by the authorities in 
each state in the light of local 
conditions. 

“Any move to take a fixed per- 
centage of special motor taxes 
for city streets will undoubtedly 
meet with opposition from agri- 
cultural groups and motorists’ 
organizations. It is obvious that 
no fair allocation can be made 
upon a merely arbitrary basis. 
Instead it must depend upon the 
relative general motor use of 
urban streets and rural highways. 

“Contrary to the general impres- 
sion, United States Census Bureau 
figures show only a small increase 
in per capita cost since 1903. 
From the standpoint of the por- 
tion of all city expenditures used 
for city streets, there has been a 
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ANDERSON MANUFACTURING CO., CAMBRIDGE, MASS. 


Detroit Office: 2-244 General Motors Bldg. (Mr. George H4. Hunt) 

















decrease from 27.7 per cent in 


1903 to 10.2 per cent in 1932. 
“Cities should not use money 
obtained from special motor taxes 
for purposes other than construc- 
tion and maintenance of streets. 


“Since conflicting claims may 


|arise between various cities, and 


because the extent of city sharing 
must inevitably be determined by 
the state, administration or super- 
vision by the state’s highway de- 
partment would seem necessary. 
The exact measure of such con- 
trol depends greatly upon local 
conditions.” 


W.-O. Sales, Inquiries 
Reported Very Good 


Detroit, Jan. 15.—Walter Schott, 
middle west distributor for Willys- 
Overland, reports an unexpected 
number of sales of the Willys 77 
were made at Convention Hall, 
hog the auto show is being 

e 


Those in charge of the exhibit 
report very good crowds are at- 
tending. 


Start Salesmen’s Group 


Indianapolis, Ind., Jan. 15. — Or- 
ganization of the Automobile Sales- 
men’s Assn. of Indianapolis was 
completed here last week with the 
election of four officers. They are: 
B. V. Beaman of the Roy Wilmeth 
Co., president; L. G. Epsteen of the 
Fadely- Birr Motors, Inc., vice-presi- 
dent; Jerry Mahalowitz of the I. 
Wolf Auto Co., Secretary, and H. M. 
Hooker of the Citizens Motor Car 
Co., treasurer. The purpose of the 
association, which is said to have 
the pledged co-operation of a ma- 
jority of the dealer body, is looking 
toward improvement in working con- 
ditions for the salesmen. 





Moock Pleased 
With Reception 
At Detroit Show 





Detroit, Jan. 15—Keen buying 
interest in the new cars at the 
| Automobile Show reflects gains in 
| employment and 
|}generally in- 
;ereased pur- 
| chasing power 
‘throughout the 
Detroit region, 
H. G. Moock, 
vice - president 
of the Plymouth 
Motor Corp., de- 
clared here. 

After a visit to 
the show, Moock 
said that he was 
impressed with 
the number of orders for retail 
delivery of the new cars obtained 
by salesmen on the floor. 

“Interest in the Detroit show 
is not only a spectator interest,” 
he said. “It is an active buying 
interest, confirming our belief 
that thousands of people were 
merely waiting to see the 1935 
cars before placing their orders 
for immediate delivery.” 

Moock said that sales of his 
company have increased greatly 
in the Detroit region. He placed 
retail deliveries at almost double 
those of the same period last 
year. 

Plymouth is off to the best start 
in its history this year, he stated, 
with daily production already 
nearing the 2,000 mark. He said 
the company has shipped nearly 
50,000 1935 cars. 

“Plymouth has set 1,000,000 
units as its goal for the next two 
years,” he said. 





H. G. Moock 


Rusco Firm Acquires 


Burgess-Norton Co. 


Middletown, Conn., Jan. 15.— 
The Russell Mfg. Co. has ac- 
quired the clutch-plate business 
of the Burgess-Norton Mfg. Co., 
Geneva, Ill., it was announced by 
G. M. Williams, president, at the 
annual meeting here. Manufac- 
ture and sale of the Burgess- 
Norton line will be continued by 
Rusco, and customers of the 
former concern are now receiving 
clutch parts service from Rusco 
warehouses. 

Williams and other officers re- 
elected at the annual meeting are: 
T. Russell, chairman of the board; 
Cc. J. Shearer, vice-president and 
secretary; and A. P. Smith, treas- 
urer. 
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Business executives 


visiting 


Chicago 


save time and money by staying 
at the 


PALMER HOUSE 


@The important downtown of- 
fice-buildings are all within easy 
walking distance of The Palmer 
House. So are the leading banka, 
clubs and theatres, .. . the hig 


Ritelt 


ROOMS FROM 


Chicago’s Most Centrally Located Hotel 








ah 


Home of the Empire Room 
America’s Foremost Dinner-Supper Club 


department stores and the smart 
shops. All railroad stations cau be 
reached within eight minutes, Six 
famous dining rooms provide 
delicious meais at moderate prices, 


‘ 


DOUBLE ° 


OO) ies 1 O) a1 


PALMER HOUSE- CHICAGO 


STATE—MONROE—WABASH 


EDWARD T. LAWLESS, Manager 













AUTOMOTIVE DAILY NEWS, TUESDAY, JANUARY 15, 1935 


Indianapolis Dealers Active as New Year Starts 


"35 Model Announcements 


Bring Increased Activity 


Indianapolis, Ind., Jan. 15.—The , 
new year brought considerable 
activity among dealers along with 
the excitement attendant to the 
introduction of new models. There | 
were several recruits along auto- 
mobile row, some expansions, and 
only one withdrawal. 


Appointment of Howard Hol- 
comb, Inc., as a Ford dealer in| 
the east side district was made 
by the Ford Motor Co. Holcomb, 
an old-timer with Ford, began 
his career as a dealer here in 
1918. His sales manager, C. B. 
Silver, was formerly associated 
with him in various enterprises. 

Miller Oldsmobile, Inc., has 
moved to larger quarters which 
have been redecorated and a 
modern one-story plant effected. 
William C. Miller, head of the 
company, although one of the 
younger dealers, has been in the 
business here for many years. 

Virginia Motors is another new 
name that came into the picture 
with announcement of the new 
Pontiac. It is headed by T. H. 
DeHart. 

Sullivan Motor Sales, an Olds- 
mobile dealer, announces’ the 
purchase of additional property 
adjoining its present site to erect 
new salesroom. 

Another new Pontiac dealer is 
the Hoosier Cadillac Co. which, in 
addition to Cadillac and LaSalle, 
will sell Pontiacs. The contract, 
it was said, was signed last fall 
but no announcement was made 
until the new line was available. 
The company was organized here 
a@ year ago by Charles H. Ham- 
mond, former Cadillac district 
manager at Cincinnati, and E. R. 
Lindesmith who had been a sales 
executive for the former Cadillac 
distributor. 

Chief among the expansions is 
that being completed by the 
Johnson Chevrolet Co. A large 
four-story building is being com- 
pletely remodeled directly across 
the street from the company’s 
present site and the removal is 
expected by the end of this week. 
Although the company now occu- 
pies one of the largest one-story 
buildings on automobile row, the 
new set-up will afford more than 
double the working floor space. 
Robert D. Johnson is head of the 
company. Associated with him is 
Floyd Snyder, formerly a Chevro- 
let factory executive in the De- 
troit region. 

Frank Hare, Inc., Chevrolet 
dealer, is undertaking notable ex- 
pansion after finding quarters oc- 


Hudson Ships 
$8,000 Units 
In December 


Detroit, Jan. 15.—Retail sales 
of Hudson and Terraplane cars at 
the New York Auto Show were 
approximately double the 1934 
show, the Hudson Motor Car Co. 
announced today. 

Simultaneously, the company 
announced December shipments 
of cars were the largest for any 
corresponding month since 1930. 
Factory shipments of the new 
1935 cars during December aggre- 
gated 8000 cars compared with 
small shipments in December, 
1933, when production was low. 
Shipments totaled 1,933 cars for 
Decemher, 1932; 3569 in Decem- 
ber, 1°21; and 10,286 for Decem- 
ber, 1930. 

During the current month fac- 
tory shipments will approximate 
10,000 cars, all of which are cov- 
ered by orfers actually in hand. 
January shipments this year, in 
addition to being more than three 
times larger than last year’s ship- 
ments for the same months, also 
are the largest for anv corres- 
ponding month since 1930. 














cupied for the last year entirely 
too limited. 


Appointment of 
Shay as a Chrysler-Plymouth 
dealer is announced. 

Changes in personnel include 
the naming of Bick R. Edwards 
as used car manager for the 
Harry A. Sharp Co., Ford dealer. 


J. P. Morgan, formerly vice- 
president of Lathrop-Moyer Re- 
tail, Inc., Oldsmobile dealer, re- 


joined the ranks with introduction 
of the new Oldsmobile. 

The only withdrawal from 
dealer ranks is that of the A. W. 
Bowen Co., voluntarily liquidated 
after many years with Ford, and 
later with Chevrolet. 


eT Re rn tee 


UP TO 30 MILES PER 


William P.| 


Nash Official 


Is Optimistic 


(Continued from Page 1) 
evidence. It is only my opinion 
based on what I think I see hap- 
|pening,” Bliss continued. “The 





| ward-looking 


Over °35 Scene 
wo | 


| New York show attendance at our | 


| display was big. 
|portant, sales to the public were 
little short of phenomenal. Or- 
ders were booked, demonstrations 
were arranged, all without the 
reticence we’ve come to expect 
|from buyers these last few years. 

“Join a group of dealers and 
they’re talking profits, not prob- 
lems. Our own distributors, I 
know at least, are crowding us a 
little for deliveries. We find 
dealers, seeing the show interest, 
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GALLON 


ATTENTION DEALERS 


Here is your chance to be inde- 
pendent of competition—to sell 
a car that is practically a monop- 
oly—to supply a car that elimi- 
nates the high cost of motoring. 
Study the facts and you will 
realize why the 1935 Willys77 has 
tremendous sales possibilities. 

Most people are thrifty and want 
comfortable, safe, speedy, eco- 
nomical transportation—the 
kind that the Willys 77 alone 


WILLYS-OVERLAND 


THE 1935 WWW LELW'S 77 


purposes. 


But more im- | 





. . « 70 MILES PER HOUR 
COMFORT . . . STEEL BODIES . . . GENUINE FLOATING POWER 


gives—the car whose savings are 
available for other much needed 


The Willys 77 for 1935 has up- 
to-date attractive appearance 
and has been improved in me- 
chanical detail—available with 
4-door sedan, coupe and panel 
delivery bodies, it caters to 95% 
of the demand—it is the ideal 
economy car for fast country run- 
ning or for city use. Write or wire 


TOLEDO, 


| “liberal 


ready to take a courageous, for- 
stand. Nash has 
gained a large number of fine 
new outlets. And reports indicate 
that dealers all over the country 
are getting the floor 
didn’t expect to see until Spring.” 

Bliss added that Nash and La- 
Fayette sales and advertising 
plans for the year are to be based 


play they | 





| 
| 


on his company’s expectations of | 


increases in total sales, 
and net profits in every market.” 


Ride 

Any who doubt Studebaker’s 
“miracle ride” story as told at the 
exhibit in Convention Hall are 
immediately “taken for a ride.” 
A fleet of Studebakers is waiting 
at the door of the hall for the 
Doubting 'Thomases who are 
rushed to the cars and taken 
over a pre-determined six-mile 
route that winds over Detroit’s 
roughest streets. 


ae 


OHIO 







@ The new Willys 77 Sedan will save at every 
point in which a motor car costs money. 


@ The Coupe is the ideal personal car where lowest 
cost speedy transportation is required, 


15 


Willys-Overland 
Names George 
Detroit Manager 





Detroit, Jan. 15.—Frank George, 
Detroit dealer for Willys-Over- 
land, was appointed Monday as 
regional manager for the com- 
pany, with headquarters here. 

At the time of George’s ap- 
pointment it was also announced 
that Purcell & Dallas, and the 
Standard Motor Sales, headed by 
Harry Stamlier, both of Detroit, 
have signed Willys dealer con- 
tracts. —————__—_——— 
Arrives 

Paul G. Hoffman, Studebaker 
president, arrived at noon Mon- 
day and went immediately to 
Convention Hall to inspect the 
Studebaker canary yellow exhibit, 
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Public Sets Motor Styles Says C. F. Kettering | 


Predicts Year to Year 
Engineering Advances 


New York, Jan. 14.—-Speaking 
before the Advertising Club of 
New York, Charles F, Kettering, 
vice - president 
in charge of 
engineering and 
research of 
General Motors 
Corp. voiced the 
industry’s 
pledge that mo- 
tor car manu- 
facturers would 
never be con- 
tent with a 
product, regard- 
less of the 
amount of public receptance it 
might have. 

In answer to the query, “What 
will the motor car of the future 
look like,” Kettering stated that 
neither he nor any member of 
any industry could supply an an- 
swer. It all depends, he said, on 
what the public desires. 

His address, in part, was as 
follows: 

“I have been asked to speak 
to you for a few moments on the 
general subject of “The Motor 
Car of the Future.” Following 
the motor show here in New York 
people are wondering, after see- 
ing the new models, whether there 
is anything new we can add to 
the motor car of today. They 
have wondered the same thing 
every year in the past, and each 
new year has brought a crop of 
improvements, 

“But for me, or any other man 
in the automobile business, to tell 
you specifically what the motor 
car of the future will be like, 





Cc. F. Kettering 


you want. 


what kind of an engine we will 
use, what kind of transmission, 
rear axles, etc., the future cars 
will have, all are obviously im- 
possibilities. I doubt whether any 
manager of any motor car com- 
pany that has an exhibit at the 
Grand Central Palace would be 
willing to write down specifically 
what he expects to exhibit at 
next year’s motor show for a very 
simple reason—if we know speci- 
fically what the car of the future 
will be like, you would find it on 
exhibition today. 
Will Be Better 

“I can tell you, however, that 
the car of the future will be bet- 
ter than the cars you see today, 
because it is impossible for an 
industry as great as the automo- 
bile industry to stand still. I 
can tell you that if committee 
experts selected the most ad- 
vanced model now on display here 
in New York, and put it in a 
glass case to protect it from wear, 
that car would be just as much 
out of date five years from now, 
as a five-year old car is today. 

“The automobile isn’t simply the 
product of a single industry — 
it is the product of many indus- 
tries. It moves ahead as a result 
of new discoveries and develop- 
ments in the rubber industry, in 
the steel industry, in the petro- 
leum industry, and it moves 
ahead as the roads you drive on 
improve, or as the way the public 
wants to use this piece of trans- 
portation machinery changes 
from year to year. 

“Basically, the automobile of 
the future will be whatever you, 


future, 


“I might turn 


Your Guess is Good 


major move should be. 


sign has undergone quite 
change in the past 20 years. 


satisfactory durability, etc. 


quite satisfactory. 











CHALK THIS UP 

























eh 






@ Motor temperature control and hot 






water heater efficiency achieved by 







the Dole Balanced Type Thermostat 








—free from water pressure influence. 






Uniform performance under all road, 








load and weather conditions. 








adjustable and 









DOLE 
DOLE 
DOLE 
DOLE 













Ball Sleeve 








and Small Brass FITTINGS 
DRAFT DEFLECTORS 


PRIMERS— Also Special Brass Parts 
Ligeti }It- me lalate) 


THE DOLE VALVE COMPANY 


1901-1933 Carroll Avenue, Chicago, Illinois 
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Double Compression COUPLINGS 
Universal All-Tube COUPLINGS 
Flared Tubing COUPLINGS 


‘It is in view of this that a 
new phase in motor car engi- 
neering presents itself, and that 
is the problem of designing the 
car for what it was originally in- 
tended to do—provide transporta- 
tion for people and do it more 
satisfactorily than we have done 


TO REMEMBER 


it up to this time. 


against another. 
of compromise. We have 
reckon with variable factors in 


‘emperatures almost as great as 
the difference between the ther- 
mometer reading at the equator 
and at the north pole. Some 
people drive their cars almost en- 
tirely in level country. Other 
people use their cars on hills and 
mountains. Some people use 
their cars primarily on open high- 
ways and others use their cars 
almost entirely in congested traf- 
fic and we do not know when 
the car leaves the factory, under 
which of these conditions it will 
be used. This comes back to the 
fact that the way you want to 
use your car determines how it 
will develop in the future, and 
what combinations are com- 
promises of all these various 
factors will need to be worked 
out to produce the transportation 
that is most satisfactory to you. 


Advances to Date 


“T have mentioned the influence 
that progress in other industries 
has on the progress of the auto- 
mobile. I do not believe many 
of us recognize that the pneu- 
matic tire is the one and all- 
important thing that has made 
the motor car industry. I have 
always wondered just exactly 
how Dunlop’s neighbors listed him 
when he proposed to fill a tube 
full of air and roll it on the 
ground when nobody up to that 
time had ever seen anything but 
an iron tire in contact with the 
earth. And yet that very simple 
notion is that thing that makes 
possible this enormous transpor- 
tation system which we call the 
motor car industry, because, with- 
out it, it would not make any 
, difference what kind of bodies, 


Non- 
adjustable styles. 








COUPLINGS 


the public that uses it, wants it 
to be, limited only by the ability 
of hard-working scientists and 
manufacturers to give you what 


“You hear a lot of people talk- 
ing about such questions as where 
the engine will be on cars in the 
That isn’t a basic issue. 
It isn’t something on which the 
automobile business can become 
divided as people become divided 
in a political campaign. We do 
not want to get ourselves split 
up into a front-engine party and 
a rear-engine party. We simply 
want to put the engine where it 
will do the best job of propelling 
the vehicle, with a due regard to 
the way that you, the owner, want 
to use the vehicle, and even such 
questions as how much luggage 
you want to carry and how many 
people you want to take with you. 


the question 
around and ask you, what will 
the motor car of the future be 
like—what do you want it to be? 


“But you can not answer that 
question either. You can not ex- 
press an opinion or a desire about 
something you have never seen. 
All you can do, is to look at this 
year’s models, try them, and by 
your experience with them give 
us some clue as to what the next 


“The problem of automobile de- 
a 
In 
the early days we had great dif- 
ficulty in getting a mechanism 
that would run—a car that had 
But 
with the continual scientific ad- 
vance in research and engineer- 
ing perfection, we are able today 
to give you mechanisms that are 


“Progress in motor car design 
is a job of balancing one factor 
It is a matter 
to 


climate and weather. The average 


car owner in the United States 
operates his car at a range of 


you paid for your former car.” 



































































engines or fuels we had—without 
the pneumatic tire it would be 
impossible to have a high speed 
motor car. Until a few years ago, 
trucks used solid rubber tires, 
and they had to crawl along the 
highways. Today they use pneu- 
matic tires, and because these 
tires are now practical for trucks, 
truck engines are now built to 
drive a truck at approximately 
the speed of a passenger car. 
Better Steel 


“Another one of the great in- 
fluential factors that has entered 
into the building of motor ve- 
hicles has been alloy steel. This 
has made possible the construc- 
tion of light-weight, strong and 
exceedingly durable mechanical 
parts. It has contributed to the 
safety of the motor car as per- 
haps no other thing, because light 
steels have a characteristic of not 
breaking under over-stress, but 
simply of yielding with an obsti- 
nate resistance. The steel maker 
must receive a very great debt of 
gratitude for the contribution he 
has made to the building up of 
the motor car industry. There 
is every reason to believe he will 
continue to progress, which means 
that motor cars will continue to 
get better. 


Better Fuel 


“An equally important factor 
is the petroleum industry which 
supplies the motor car industry 
its fuels and its lubricants. There 
is hardly a crossroad in the coun- 
try that does not have its filling 
station. Great improvements have 
been made in motor fuel in recent 
years, but there still remains one 
of the greatest potentials for 
future development in this field. 
Today we get, unfortunately, only 
a small percentage of the energy 
out of the fuel. It has been com- 
puted that if we could utilize all 
the energy in a gallon of fuel, 
we ought to be able to propel 
one of our lower-priced cars at 
least 300 or 400 miles on a gallon. 


“How much of this energy can 
ultimately be utilized, we do not 
know, because we do not know} 
how fuel burns in the gas engine’s 
cylinders and what changes can 
be made in the fuel that will 
make it more efficient than it is 
now. It is certainly true that the 
fuel progress will continue as it 
has over the last eight or 10 years 
and that future developments will 
have a very great effect upon the 
size, power and economy of the 
motor car of the future. 


Real Economy 


“As new models are brought 
out and presented to the public, 
we always hear a great deal of 
discussion about what is called 
‘the economic loss’ which results 
from producing better models, be- 
cause as a new model comes on 
the market the used car value of 
the cars of previous years natur- 
ally becomes lower. As a matter 
of fact, nothing has happened to 
these older cars. They still look 
just as good, they still run just 
as well, on the day after the new 
models appear as they did on the 
day before. We have not depreci- 
ated these old cars, we have ap- 
preciated your mind. We. have 
shown you something better than 
you know there was in existence. 


“Actually, you do not discard 
last year’s model. You keep on 
using it. You keep on driving it 
year after year until you had 
rather have a new model than 
the old one. 


“In any one year, the introduc- 
tion of a new model seems to 
work a hardship. But it is only 
theoretical. It is only what book- 
keepers call a ‘paper loss.’ If 
cars did not progress every year, 
if they did not present continual 
improvements, when the time 
came for you to buy a new car 
you would get nothing better than 
you had before. But actually, 
when you buy a new car after 
using an old one for three or four 


years, you get something decid- 


edly better, at about the price 











190% Increase 
In Sales Made 
By White in 34 


By GEORGE F. RUSSELL 
Vice-president and sales manager 
The White Co. 


Cleveland, O., Jan. 15.—White 
truck and bus sales are on the 
increase and every indication 
points to 1985 as one of the big- 
gest sales years in the history of 
the company since 1929. 


With the popularity of the new 
low priced White models estab- 
lished last year, volume demand 
for them and for White’s line of 
heavy duty trucks enabled the 
company to lead the industry in 
1934 in percentage of increase in 
registrations over the preceding 
year, with a gain of 190 per cent 
as compared to 67 per cent for 
the industry. 


White has never been in better 
position to meet its sales oppor- 
tunities and is now greatly ex- 
panding its dealer organization. 


Registration figures show that 
approximately every third truck 
on the road is more than six 
years old. The potential replace- 
ment market for 1935, therefore, 
is tremendous. 


For the past five years, trucks 
have been wearing out faster 
than they have been produced 
and thousands of operators, to 
avoid making capital expendi- 
tures, have operated trucks far 
beyond their economic life—pay- 
ing a terrific premium in high 
operating costs. 


Pierce-Arrow 
Adds Several 


New Dealers 


Buffalo, N. Y., Jan. 15.—That 
the introduction of new twelves 
and eights by Pierce-Arrow has 
stimulated inter- 
est in the com- 
pany’s 1935 plans 
is reflected in 
the decision of 
a number of 
automobile mer- 
chants to repre- 
sent the line, ac- 
cording to 
Thomas J. 
O'Rourke, gen- 
eral sales man- 
ager. “We are 
tremend- 
ously pleased over the reception 
given the new line at the New 
York show,” he said. 


“The sales which were made 
and the greatly increased num- 
ber of prospects who exhibited in- 
terest bear out the many recent 
observations about the improved 
outlook for cars in the higher 
priced brackets. 


“In addition to the new dis- 
tributor appointments which we 
are announcing today, we are 
completing negotiations with a 
number of other automobile mer- 
chants whose names will be an- 
nounced soon.” 





T. J. O'Rourke 


Among the new distributors 
are: William Pase, Inc., Brooklyn; 
MacNeely & Etheridge, who have 
organized the firm of the Pierce- 
Arrow Sales Co. of Hartford, 
Conn.; G. W. Tisdale, Inc., New- 
ark, N. J.; The Pierce-Arrow 
Springfield Co., Springfield, Mass., 
with Charles Culver, a veteran 
Pierce-Arrow salesman as _ its 
head; the newly organized Pierce- 
Arrow Chicago Sales Corp., Chi- 
cago; Dan J. Nolan, Cleveland; 
Edwards-Meyerhoff Motors, Inc., 
North Bergen, N. J.; Bob Fleigh, 
Inc., Baltimore, Md.; and M. B. 
Murray, Inc., Madison, N. J. 








—_ 


Cleveland Optimist 
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General Business Revival 


Boosting Factory Payrolls 


By FRED JACOBS 


Cleveland, O., Jan. 15.—Prospects 
for a substantial increase in retail 
automobile sales in Cleveland for 
1935 are better than they have 
been at any time since the finan- 
cial crash of 1929. The note of 
optimism which is being sounded 
in many quarters is due to a num- 
ber of factors, the most impor- 
tant of which probably is the 
adoption of the new motor vehicle 
retail code and the determination 
of the Cleveland Automotive 
Trade Assn. to see to it that the 
code is enforced. 

According to W. A. Hall, execu- 
tive secretary of the association, 
approximately 160 members out 
of a possible 170 have signed an 


agreement to adopt a schedule of | - 


fines to be paid to the association 
for code violations. Thus, viola- 
tions can be settled readily with- 
out long and expensive litigation. 
The moral effect of the great ma- 
jority of members agreeing to 
live up to the code should dis- 
courage the chisler, which is the 
end sought. 


Code Successful 

Hall further points out that the 
original code was far from per- 
fect, but that it served as a mark 
to shoot at, and had there been 
no code at all, the automobile re- 
tail business would be in a far 
sorrier plight than it was during 
the past year in spite of numer- 
ous violations. 

In speaking of the failure of the 
code to accomplish 100 per cent 
desired ends, Hall states that the 
lack of legal machinery to enforce 
the code rigidly led to violations 
here and there, which led many 
dealers to believe the code to be 
inoperative. He believes that the 
new code is workable and that it 
can be enforced to the general 
good of the trade. 

Hall also states that fully 65 
per cent of the automobiles in use 
in greater Cleveland today are 
five years old and older, which 
points to a revival of business in 
both new and used cars. He also 
stressed the fact that many hun- 
dreds of motorists who can af- 
ford to buy new, expensive cars 
will continue to drive cars in the 
moderate price field, his reason 
being that the moderate priced 
car of today offers values in 
sound construction and economi- 
cal operation undreamed of a few 
years ago. With the great major- 
ity of dealers striving to live up 
to the code, quality used cars will 
be a feature of 1935 business, be- 
cause no reputable dealer can 
afford to ruin his good name by 
misrepresentation. 


Price Important 


Dealers in high priced cars are 
inclined to take a conservative 
view of 1935 business prospects. 
This is due mainly to the fact 
that the strenuous sales efforts 
made by the makers of medium 
priced cars are bearing fruit for 
price has been an important fac- 
tor during the past few years. 
While the market for high priced 
cars will be somewhat limited 
when compared with the flush 
times of six or more years ago, 
the high priced car is here to 
stay for there always is the motor- 
ist of means who demands the 
best the market has to offer. 
Dealers in this class car, how- 
ever, are watching business trends 
closely and they are not making 
any business predictions before 
the powers-that-be in Washington 
definitely settle a few national 
questions. 

The used car market shows 
signs of great promise and the 
reputable dealer in such cars who 
strive to do business on a strictly 
honest basis should look forward 
to gratifying sales. 


men who have been idle for a 





year or more will again appear on | 
payrolls in 1935 and in a city such | 


as Cleveland where transporta- 
tion facilities are limited, a car is 


imperative. Thus the man who 
cannot afford a new car will con- 
tent himself with a used one, and 
he will purchase this car just as 
soon as he is assured fairly steady 
employment. 


Reconditioned Cars 


The tendency to sell honestly 
reconditioned used cars is a step 
in the right direction and it will 
do much to bring business to the 
used car departments of reputable 
dealers. In times past when 
everyone had money for new cars 
the used unit was a problem. To- 
day the case is different. The used 
car will be with us for many 
years to come and it will have an 











IN 1935 SHOWS 


LT 


IS RECEIVING MORE ACTUAL 


RETAIL ORDERS THAN 


important influence on the 
market. 

The fact that Henry Ford has 
successfully been exchanging 
“new motors for old,” or to put 
the case correctly, honestly re- 
conditioned motors for worn ones, 
for a nominal price, has led many 
dealers to reconsider the rebuilt 
motor. The plan is nothing new. 
It was first advocated generally 
by the Heald Machine Co., manu- 
facturers of cylinder grinding 
machines, about 15 years ago. The 
result of the wide publicity of the 
above company was that regrind- 
ing shops sprung up all over the 
country and the reground motor 
became an important factor. 

This business died down for two 
reasons. First, the majority of 
motorists had means to buy new 
cars and, second, the operation of 
honing cylinders without remov- 
ing the block from the chassis 
replaced regrinding to a great ex- 


VOW 


tent as it eliminated an expensive 
teardown and assembly. How- 
ever, in the interim the passenger 
bus has made its appearance. The 
engines of these buses are taken 
out frequently and replaced with 
ones reconditioned by regrinding. 
Thus the regrinding business is 
receiving a fresh impetus and 
how far it will go no one can 
predict. However, if Ford con- 
siders it profitable, no doubt it 
may be taken up by others. 

A well defined rumor in Cleve- 
land has it that a large manufac- 
turer of automobile parts is sert- 
ously considering the regrinding 
business from the angle of giving 
it wide publicity to influence the 
sale of repair parts such as pis- 
tons, valves, rings, wrist pins, etc. 

The outlook for the automobile 
parts business, and this is meant 
to include everything from wind- 
shield wipers to tires, is most 
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ic Over 1935 Sales Prospects 





promising. Many who have been 
out of work are being returned to 
payrolls, and a little each week is 
going for valves, rings, pistons, 
wrist pins and numerous other 
items that the mechanically 
minded man can replace himself, 
or have replaced by his favorite 
repairman. 

Nothing new or startling has 
developed in sales methods. Deal- 
ers in general avow that they will 
advertise as freely as they can 
and this in itself will help to 
bring business. Sales managers 
are looking over their forces care- 
fully and the men who can pro- 
duce and who will produce are 
the ones who will keep cars roll- 
ing off assembly lines during 1935. 

Viewed from any angle, how- 
ever, prospects for increased 
business in new and used cars in 
Cleveland and vicinity in 1935 are 
geod. 


WIRE FROM NEW YORK: “First delivery 


to three prominent New Yorkers*, one 


internationally known. Greatest num- 


ber of prospects in years. 


WIRE FROM LOS ANGELES: “Sold Model 


1245 first hour of Show. Also imme- 


diate delivery convertible roadster to 


world-famous picture executive*.Great 


number of prospects.” 


All told, 


Pierce-Arrow at this year’s 


Shows is attracting more orders... as 


well as more favor ... than even a 


year ago. 


This is in line with the fact that in 


each one of the past five years, Pterce- 


Arrow’s proportion of fine-car sales 


has 


IN PREVIOUS YEARS 


Thousands of | # 





increased... 


recently reaching 


nearly twice that of five years ago, 
as shown by official registration rec- 
ords. When you see the Pterce-Arrow 
Eights and Twelves for 1935, you will 


understand the reason. 


*Names on request 


DEALERS 


ARE INVITED 


TO INQUIRE HOW 
PIERCE ARROW CAN ADD TO 
THEIR PROFITS WITHOUT 


ADDING TO THEIR OVERHEAD 


HEADQUARTERS: BOOK-CADILLAC HOTEL 
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Cylinder Head Operation 
Subject of Tests by Bohn 


Detroit, Jan. 15.—A long series 
of tests to determine from actual 
performance on the dynamo- 


meter, the effect of various cyl-| 


inder heads and combustion 
chambers is under way at the 
laboratory of the Bohn Alum- 
inum & Brass Corp. The work 
carries forward into the actual 
test phase the recent develop- 
ment of combustion chamber de- 
sign announced by the Bohn com- 
pany. 

Simultaneous readings are taken 
showing the roughness of the en- 
gine, pressure, and the intensity 
of sound due to detonation. A 
comparison of the three diagrams 
taken simultaneously is a com- 
plete picture of the performance 
of the cylinder head insofar as 
its effect on the smoothness of 
the engine, its power output and 
tendency to detonate are con- 
cerned. 


In addition to the three read- | in 


| ings outlined above, there are the 
ordinary speed and torque read- 
ings taken directly from the dy- 
namometer scale. 


The engine is mounted in the 
dynamometer frame on its regu- 
lar rubber supports which permit 
a certain amount of oscillation 
of the engine in the mounting. 
These oscillations are propor- 
tional to the roughness of the 
engine which increases as the de- 
tonations become greater and 
more pronounced. As the test 
proceeds, a graph of the engine 
oscillation is drawn, by the mo- 
tion of the engine itself, through 
a& pantograph arrangement on a 
moving chart which is synchro- 
nized to the reading of the pres- 
sure indicator device and 
acoustimeter, which records the 
noise due to detonation. 


Pressure indicator cards 





addition, the 


are| which is 
taken in the usual manner and | microphone plugged directly into 
acoustimeter, | tne 


Bohn Measures Roughness 


on moving chart paper. 


cylinder 


operated 


head, 


Do Other Dealers 
Sell Trucks to 





You can keep these profits 


for yourself! Why not? 


Many of your present new car prospects are also prospects for 
motor trucks. They are going to buy trucks from some dealer — 
either from you or from the dealer across the street. Why not 


keep these extra profits for yourself? You can! Easily! 


You can make money with trucks if you have the right line and 
the right franchise. Federal offers you BOTH: (1) A complete line 
of all-truck trucks—a model and type to fit the needs of every 
prospect; (2) A franchise that is written from the dealer’s point-of- 
view—one that calls for low investment, quick turnover, substan- 
tial profits, complete protection, and direct factory co-operation. 


The 65% gain in new truck sales was the sensation of the industry 
last year. 1935 promises even greater profits for the truck dealer. 
Surely, there is no reason why you cannot get your share of this 
business. You have everything required. 


Get all the facts while you are in Detroit. See us at the show or at our 
headquarters in the Book Cadillac Hotel. Better yet, come out to the 
factory. Learn about Federal’s plans for 1935. Let us tell you about 
the profit possibilities of the Federal franchise for your territory. 


FEDERAL MOTOR TRUCK CO. 


Factory—Federal Avenue, Detroit . 


Display at the Show — Space 4 


HEADQUARTERS AT BOOK CADILLAC HOTEL, ROOMS 1118-19-20 


Phone Lafayette 4800 


through a 


records 


Your Customers? 


the 
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the | An arm attached to the engine actuates a pencil that traces a graph 
This gives a diagram of the 
engine movement. 


| 
| 








Indiana Plants 
Plan Expansion 
In °35 Projects 





Indianapolis, Ind., Jan. 15.—In- 
dustrial operations in Indiana 
took on a brighter outlook at the 
opening of the new year with 
announcement of expansions 
along three separate fronts. 

From Elwood comes announce- 
ment of the plan of the Conti- 
nental Can Co. to erect a $500,000 
plant which will open a new in- 
dustry there, employing between 
300 and 400 workmen. The pro- 
gram calls for completion of the 
new factory in time for the next 
canning season. According to the 
Continental representative here— 
W. H. Funderburg—the can in- 
dustry is expected to develop to 
a point where it will consume 
approximately 25 per cent of the 
output of the large American 
Sheet and Tinplate Co.’s factory 
here. 

Another $500,000 project will be 
located in this section of the state 
with the erection of a new plant 
by the Greer Steel Co. of Dover, 
O., at Anderson. The company 
has purchased a 36 acre tract of 
land at Anderson from Butler 
University, of Indianapolis, and 
a $500,000 plant will go up im- 
mediately for the production of 
cold rolled strip steel. L. N. 
Douglas, an official of the Greer 
firm, stated that approximately 
200 workers would be employed 
and that the factory would pro- 
duce from 3,000 to 5,000 tons of 
steel a month. 


The Calumet district of Indiana 
also shares in the expansion with 
announcement of the addition of 
hundreds of employes to the pay- 
roll of the Carbide and Carbon 
Chemical Corp., which is prepar- 
ing for the completion of its $10,- 
000,000 plant within 30 days. Com- 
pany officials said the $80,000 
weekly payroll carries about 
2,500 persons. Day and night 
shifts are at work rushing the 


sound intensity at any time. 

A long series of runs will be| 
made with combustion chambers | 
of various forms and with various 
compression ratios. This work 
will supplement the experimental 
work which led recently to the 
announcement by the Bohn com- 
pany of an empirical formula 
method for the design of com- 
bustion chambers to replace the 
expensive “trial and error’ 
method generally employed. In- 
cidentally the tests will also pro- 
vide some interesting data on the 
effects of fuel of various Octane 
rating and the compression pres- 
sures which can be safely used 
with any given compression ratio, 
with properly designed combus- 
tion chamber form. 


1% Turnover Sales Tax 


Is Favored by Dealers | 
Knoxville, Tenn. Jan. 15. —| 
Unamimous approval of a low | 
turnover sales tax, of the type 
known as syncrotax, instead of a 
higher general sales tax, was/ unit to completion. Approximately 
voted at a meeting of the East | 350 workers will be employed 
Tennessee automobile dealers here | permanently, it was said—many 
Jan, 8. of them skilled technicians from 
“We will fight a tax higher than | eastern plants of the firm. 
1 per cent,” declared Col. Claude 
S. Reeder, chairman of the com- 
mittee named to represent the | 
dealers on the tax question. -| 
| 





Nashville Trade Group 
Elects New Officers 


Nashville, Tenn., Jan. 15._-Nash- 
ville Automobile Trade Assn. held 


understand that the political lead- 
ers have already agreed in caucus | 


see . a0 ee oo | its annual meeting Jan. 8. New 
convince them that 1 per cent | Officers are: Warren C. Brown, 
, : Hippodrome Motor Co., president; 
is enough, and that if applied tc Haynie Gourley, Gourley Motor 
all sales rather than just retai | Co vice-president; gy 
sales would bring in as much °F | Dorris  Ganahostond Motor Co 
OES FEVORNS. | treasurer; and Tim White, secre- 


; tary. 
Coup The following directors were 
The coup that successfully | chosen: Fred Pilkerton, E. F. 
placed Studebaker in the Statler | Krickel, Federal Motor Truck 


Sales Co.; R. L. Nichols, Cadillac- 
Oldsmobile Co.; R. L. Parnell, R. 
L. Parnell Motor Co.; W. J. Rus- 
sell, Strickland-Russel!l Motor Co.; 
S. W. Gill, Evans Motor Co.; and 
Ross Green, Nash Tennessee Co. 


lobby—-NADA headquarters hotel 
-has caused considerable com- 
ment. It is whispered that the 
arrangement was made by George 
D. Keller, Studebaker’s director 
of sales. 


Are Ya’ Listenin’? 





TRUCKS 











Bohn laboratory engineers check detonation in every conceivable 
manner in the cylinder head research now being conducted by the 
company. The observer is taking sound readings in decibles. 
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Monday night. Whoever is spread- , 
ing this propaganda has big ideas, 
for he includes practically every 
car builder in the industry out- 
side of General Motors, Chrysler 
and Ford. To this writer such a 
merger seems decidedly improb- 
able. 

It will be remembered that sev- 
eral months back there was a ru- 
mor of a_ possible merger of 
Pierce-Arrow, Auburn and Reo. 
There was something to that 
proposition and there were sev- 
eral get-togethers of the princi- 
pals. However, nothing has come 
of it. But this last Wall street 
story is hard to swallow. Mebbe 
I am a bum prophet but I am 
taking this last “merger” with the 
proverbial grain of salt. 

* * om 


THIS PAUL PRY flitted from 
place to place Monday, for there 
was considerable activity in con- 
nection with the NADA conven- 
tion. Relying on a most efficient 
staff to cover the big doings, all 
the writer had to do was to take 
in the lunches and dinners. 


At noon I broke bread with the 
visiting newspaper men who were 
assembled for lunch at the Stat- 
ler by Fred Condit, the associa- 
tion’s public relations man. A 
pleasant little feature was the 
presentation of two-day police 
cards to the newspaper men. All 
the dealers attending the conven- 
tion also have been given police 
cards, the idea of Lee Barrett’s 
civic committee. 


In the evening these visiting 
scribes met at the Detroit Club 
for a dinner given by the public 
relations department of General 
Motors. Volney Fowler ran the 
party and Buck Weaver (“Old 
Doc Quiz”) gave us an interest- 
ing talk about customer research, 
which is his specialty. And on 
dress parade there were publicity 
men and advertising managers 
from the various G. M. units— 
Frank Denney, of Cadillac; Tom 





Improved Ride 
Result of Four 
New Features 


Detroit, Jan. 15.—The improved 
roadability of the 1935 Plymouth 
models, on display at the Auto- 
mobile show here, is the result 
of four important engineering de- 
velopments, according to N. F. 
Hadley, chief engineer of the 
Plymouth Motor Corp. 

The four developments, de- 
scribed by Hadley, are balanced 
car weight, new thin leaf springs, 
double-action shock absorbers, 
and a new front-end ride stabil- 
tzer. 


“The weight has been re-dis- 
tributed,” Hadley explained, “so 
that it is approximately the same 
on both the front and rear spring. 
The engine has been moved for- 
ward five’ inches. Previously, 
about 40 per cent of the car 
weight was on the front axle, 
with about 60 per cent on the 
rear axle.” 

Hadley said the new springs 
are of a new thin-leaf design 
made from a new spring steel. 


Double-action shock absorbers 
reduce front-end bounce, accord- 
ing to Hadley, and control the 
springs on both the upward and 
the downward movements. 

The sway-eliminator is a round 
steel bar extending across the 
front end of the chassis and con- 
nected with the spring seats, and 
acts as a third spring, when it 
is needed, to keep the car on a 
more even keel. 


Vovie Show 

The movie shown in the Stude- 
baker exhibit was made by Wild- 
ing and directed by Roche, Wil- 
liams & Cunnyngham, Studebak- | 
er’s advertising agency. ! 


Corpe and Frank Webb, of Buick; 
John Bonbright, of Chevrolet; 
Ray Sackett, of Pontiac, and Carl 
Havens and Bill Mason, of Olds- 
mobile. 

* * * 


THEN THE WRITER slipped 
back to the Statler for the dinner 
given the NADA executives by 
the Michigan Automotive Assn., 
with Scoop Shuart as host. Presi- 
dent Vesper, of the NADA, and 
his associates, graced the speak- 
ers’ table. 'Twas a graceful bit 
of attention, the dinner coming 
just at the right time for relaxa- 
tion following the strenuous meet- 
ing of the afternoon. 
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Cooling System 
Is Demonstrated 


By Plymouth 


Detroit, Jan. 15.—One of the 
centers of interest in the Plym- 
outh exhibit at the Detroit Auto 
Show which opened at Conven- 
tion Hall, Saturday, is the demon- 
stration of the “directional cool- 
ing” system at the Plymouth 
display. 

Engineers have cut away the 
side of the motor and faced it 
with glass so that it is possible 
for the show-goer to see the water 
circulate through the new cooling 
devices introduced with the 1935 
model. 

The new system of directed 
water circulation carries water 


from the radiator direct to the 
| sottest parts in the engine. Under 
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pressure the water is pumped to 
each exhaust valve seat through 
a tube in the engine block and 
cools all of the combustion cham- 
bers equally, it is claimed. 

This system, coupled with full- 
length water jackets, which 
nearly surround the cylinder, have 
enabled Plymouth to utilize 
higher compression in the new 
models. The standard compres- 
sion ratio of the new engine is 
6.7 to 1. 

The new Plymouth engine, 
without any changes in the bore 
and stroke, develops 82 horse- 
power, as compared with 77 
horsepower on last year’s models. 


Joins Chrysler 
Springfield, Mass., Jan. 





15.—Hal 


19 


Packard to Fete 
Press Gentry At 
Proving Grounds 


Detroit, Jan. 15—The Packard 
Motor Car Co. is entertaining rep- 
resentatives of the press here 
for the National Automobile 
Dealers Assn. meetings, at a cock- 
tail hour at the company’s prov- 


ing grounds from 3 to 5 p. m. to- 
day. 
‘the trip both ways is_ being 


made in new Packards, leaving 
from the Bagley St. entrance of 
the Statler and returning after 
the party to the starting point. 


C. Webster, for the past 12 years| The invitation, it is stated, has 


with the Chevrolet division of Gen- 
eral Motors, has joined the Chrysler 
organization and will be located in 
Springfield as district manager for 


been given because of the num- 
ber of out-of-town as well as local 
newspaper and trade paper men 


Chrysler, De Soto and Plymouth| Who are here to cover the NADA 
proceedings. 
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INTERNATIONAL HARVESTER COMPANY 


OF AMERICA 


(Incorporated) 


NTERNATIONAL TRUCK 


Chicago, Illinois 


Mr. Ferguson is at the right in this picture taken in 
front of his modern garage. 


Rascsnastonnsd Harvester, 
with its 217 branches, maintains 
the largest Company-owned truck 
service organization in the world. 
This means that International 
Truck dealers can give their cus- 

tomers the fastest kind of service. 
Each branch has a large stock of 
parts which the dealer can draw 
on. Mr. Ferguson points out in 
his letter how important this is 
to the truck dealer. The after- 
sale service policy on Interna- 
tional Trucks is one of the most 
valuable advantages offered by 
the International franchise. 


International 
Offers Dealers: 


A complete line of trucks from %-ton 
to 10-ton. A reputation without equal 
for quality and after-sale service. 217 
International Harvester branches offer- 
ing International dealers the closest pos- 
sible assistance in sales and service. 
International Truck finance plan on 
both new and used trucks. Largest 
advertising campaign of any full-line 
truck manufacturer. 


Visnr our Detroit Branch, 
5915 West Warren Avenue (Tele- 
phone— GArfield 0020) tor complete 
information on the International 
Truck franchise. Nearest branch 
or Chicago office will also be 
glad to advise you. 
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WEIDENHOFF 


MOTOR ANALYZERS 


The most useful, 
profitable equipment for the require- 
ments ef modern service work. 


(Continued from Page 1) 


in automotive products. 
to bear in mind that no one man- 
ufacturer is responsible for the 
performance of present-day mo- 
tor vehicles. Much of the credit 
is due to equipment and parts 
makers whose own research de- 
partments and engineers have 
dove-tailed their efforts with 
those of motor car factory en- 
gineers. The result has been com- 
posite car design and perform- 
ance undreamed of even by the 
most enthusiastic a few years 
ago. 

Present-day achievements in 
engines are due, for example, to 
developments in cylinder finishing 
by concerns who have focused all 
their attention on this activity. 
The same is true of pistons, bear- 
ings, die-castings, non-metallic 
gears and other parts that go to 
make up the modern motor ve- 
hicle. 
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Cars Safer 

Even a casual observation of 
the exhibits shows that with ever 
increasing car speeds engineers 
have done much to make these 
cars safer to drive. Higher speeds 
naturally mean greater loads on 
bearings, engines, transmissions 
and every unit of the vehicle. To 
that end such parts as shock ab- 
sorbers have been engineered to 
give not only a smooth ride at 
high speed, but a safe ride. The 
same is true of other items such 
as universal joints. Shock ab- 
| sorbers are being displayed by 
Monroe Auto Equipment Co., 
Monroe, Mich. 


One finds crankshafts made of 
|castings, cast- processed cam- 
shafts and castings for large 
forming dies. All of these items 
heretofore were made from drop- 
forged steels. Ironically enough 
the exponents of race cars for- 
merly talked about the “iron” in 
a car that perhaps did not fare 
so well on the track. Now it 
looks like cast iron is coming into 
its own. It is alloyed with other 
metals, but engineers point out 
that it is cheaper to cast than 
forge-dies. Castings of this kind 
are being shown by Campbell, 
Wyant & Cannon Foundry, Mus- 





The Model 83¢@ Weidenhof 

Motor Analyzer with com- 

plete battery and starting 
motor test units. 





kegon, Mich. 
THE LINE INCLUDES A manufacturer of hobbing 
machines, Barber-Coleman Co,, 


Rockford, IIl., is showing a de- 
velopment in axle shaft ends— 
the taper spline. This replaces 
the old single key construction 
which weakens the shaft in many 
cases because a slot has to be 
milled to or near the center of 
the shaft. The taper spline is said 
to strengthen the shaft because it 
provides a greater area of key 


Motor Analyzers 

Distributor Oscillograph Test Fixtures 

Distributor Analyzers with Double 
Oscillograph Tubes 

Combustion Analyzers 


Test Benches contact, the keys are integral, 
and the coupling much stronger. 

Battery Testers Standard Fuses 
: The Bussman Mig. Co., St. 
Rectifiers Louis, is proposing a new stand- 


ard for glass tube fuses and fuse 
clips. This would reduce the num- 
ber now in use (40 sizes) to about 
seven sizes. The company also 
is showing a new type thermo 
fuse for automotive generators 
and starting motors. 

Ford Motor Co. has a display 
of Johansson gauge blocks; Pratt 
& Whitney Co., Hartford, Conn., 
has a line of precision instru- 
ments for splitting the thou- 
sandths of an inch; Tinius Olsen 
Test Machine Co., Philadelphia, 
has dynamic balancing machines 
| that tell where and how much 
| metal to take off a revolving part 
| to put it into perfect running 
balance. 

The Alfol Insulation Co., New 


Constant Potential Battery Chargers 
Electrical Test Equipment 
Upper Engine Lubricators 


Do the Job Right -- Are Right - - Priced Right) 








| York City, is telling the story 
of “Alfol” an aluminum foil in- 
Detroit Show Headquarters sulation used on such famous 





new creations as the Burlington 
| “Zephyr,” and on truck bodies, 
| tank trucks, road oil tanks, etc. 

Something new in piston ring 
development is being shown by 
the Skinner Chuck Co., New Bri- 
tain, Conn. 
metal are 


BOOK -CADILLAC HOTEL 
JOSEPH WEIDENHOFF, INC. 
4344-58 Roosevelt Road 
CHICAGO, U.S. A. 
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It is well | 


Strips of bearing! Pittsburgh Plate Glass Co. 


around the circumferential face | 
of a cast iron piston ring, pre-| of finishing materials, nitro-cel- 


SAE Offers Comprehensive 
Equipment Display at Book 


Waiting 





Automotive Daily News Photo 


Left to right: Fred B. Lager, Charleston, J. P. Crane and J. S. 


Clinton, Parkersburg, all 


of W. Va., are waiting to 


register at NADA headquarters. 


senting a ring surface which the 


maker states is much less severe | 


in its action on the cylinder wall. 


The rings are especially well} 
suited for Diesel engines, it is 
said. 


Hercules Motor Corp., Canton, 
O., and Waukesha Motor Co., 
Waukesha, Wis., are showing 


heavy duty bus and truck engines. | 


New type needle bearings and 
their applications are shown by 
Bantam Ball Bearing Co., South 


Bend, Ind. Ray Day Piston Corp., | 
Detroit, has an interesting display | 


of light weight alloy pistons as 
well as other forms of sand cast- 
ings. 
Accessory Exhibits 

In the line of accessories the 
following concerns exhibit: Globe 
Machine and Stamping Co., Cleve- 
land, with radiator grilles; Dole 
Valve Co., Chicago, thermostats 
and brass fittings for oil and fuel 
lines; American Tire Guard Co., 
Detroit, tire guards which are 
fastened directly to the wheels of 
a car and offer support in case 
of a tire blow-out; Victor Mfg. 
& Gasket Co., Chicago, gaskets; 
American Cable Co., Bridgeport, 
Conn., cables for brake control; 
Cleveland Graphite Bronze Co., 
Cleveland, O., bearings and bush- 
ings; Spicer Mfg. Co., Toledo, O., 


clutches, universal joints and 
transmissions; Aluminum Co. of 
America, alloys; S. S. White 


Dental Mfg. Co., New York City, 
flexible shafts for remote radio 
control; Parker-Kalon Corp., New 
York City, thumbscrews, cap- 
screws, etc.; Doehler Die Casting 
Co., Toledo, O., die castings; Har- 
rison Radiator Corp., Lockport, 
N. Y., radiators; Continental Dia- 
mond Fibre Co., Bridgeport, Pa., 
silent timing gears; International 
Nickel Co., New York City, nickel 
treated automotive parts; Turn- 
signal Corp., Philadelphia, Pa., 
rear signal light for motor cars; 
United American Bosch Co., 
Springfield, Mass., injection equip- 
ment for oil engines; and the In- 
land Mfg. Co., Dayton, O., steel 
cored, composition covered steer- 
ing wheels, etc. 

In addition to these exhibitors 
Joseph Weidenhoff, Inc., Chicago, 
is showing for the first time its 
new ignition analyzer and other 
testing instruments in Suite 
1806-7, Book-Cadillac Hotel. 


Attendance Good 

The opening day of the S. A. E. 
exhibit brought along with it the 
opening gun of the five-day tech- 
nical session. It is almost a cer- 
tainty that the technical meetings 
will be the largest in the history 
of the society, so far as attend- 
ance is concerned. 

Today’s meeting started with a 
paper “How To Finish A Truck” 
by P. R. Croll and L. E. DuBey. 
and 
Co. The paper 


Ditzler Color 


pointed out the available classes 


| lulose lacquers, synthetics, layout 
of a properly equipped finishing 
shop after which the authors pre- 
sented a typical finishing proced- 
| ure. A suggestion was made that 
|a permanent place be given on 
the annual program of the S. A. 
| E. to the subject of vehicle fin- 
| ishing. 

| In the paper “How To Buy A 
Truck” presented in the morning 
session by T. L. Preble, Tide 
Water O%l Co., stressed some 
fundamentals deserving of more 
attention. They include preven- 
| tive maintenance, night service, 
| calculation of seasonal require- 
ments, routing and scheduling, 
sound driver policies, proper allo- 
cation of trucks, etc. 

The transportation and main- 
tenance luncheon on Monday was 
well attended and during the 
activities a paper was presented 
by F. L. Faulkner, Armour & Co., 
on “Motor Vehicle Design from 
the Operation and Maintenance 
Standpoint.” Some of the incon- 
sistencies of design of carburetors 
and manifolds, batteries, starting 
motors, generators, ignition coils, 
power brakes and trailer coup- 
lings were explained. One of the 
most perplexing problems that 
seems to be confronting the 
motor vehicle operator is that of 
motor truck ratings, he _ said. 
From the maintenance standpoint 
of the engine, the ignition equip- 
ment is causing the most trouble 
due to inadequate ignition equip- 
ment and untrained mechanics 
without proper testing and an- 
alyzing equipment. 

Rubber Uses 

Those who think of rubber as 
being used alone in the tires of 
motor vehicles got a distinct sur- 
prise in the afternoon paper “En- 
gineering Uses Of Rubber” by 
Curt Saurer, Firestone Tire & 
Rubber Co. Anti-rattle devices, 
brake rod insulators, grommets, 
engine mounts, boots, etc., came 
in for attention. The author 
showed the possibilities of rub- 
ber universal joints, hard rubber 
parts inside the body, combina- 
tion sponge rubber and rubber- 
ized spun hair for seats to reduce 
weight, and a great variety of 
other items. 

A demonstrative lecture on 
acoustics by H. R. Berlin, Johns- 
Manville Corp., was _ presented 
Monday night at the student ses- 
sion held in the Grand Ballroom 
of the Book-Cadillac. 

Aircraft engines and passenger 
car bodies came in for discussion 
Tuesday. As on Monday, techni- 
cal sessions were held throughout 
the day. 

The important subiect of air- 
craft engine oil cooling in the 
face of increasing specific and 
total outputs in power-plants was 
stressed in S. D. Heron’s paper 
“Aircraft and Aircraft Engine 
Performance As Influenced by 
Engine Oil.” 


| 











R. H. Grant Addresses NADA Convention 


Sees Used Car Provisions 


As Big Help to Dealers}: 


(Continued from Page 1) 


than ever before with a well ad- 
ministered used car price control. | 

Although he made repeated ref- | 
erences to his experiences with 
dealers of his own organization 
as to their success for the past 
year, he made it clear that what 
he had found out would apply to 
every dealer in America. He 
stressed the point that facts} 
further show that the dealers 
need an association. It was a| 
tribute to the NADA and that 
the question of whether the deal- | 
ers favored open bidding on used 
cars or a definite plan such as 
has been in use for the past year, 
which has for his own dealers 
been so successful, can in actual- 
ity be answered best by the deal- 
ers own pocketbooks at the end 
of the year. 

Speaking for the code, he said 
80 per cent of the dealers favor 
it. So do I. But there are still 
a few dealers who think the code 
is some sort of magic which will | 
displace hard work and _ good | 
business methods. 

In his talk, he said: “My sub- 
ject is ‘Dealer Relationships,’ and 
you have a good many of them. 
I am going to touch on your rela- | 
tions with the public, on your 
relations with your organization, 
your relations with each other, 
and your relations with the man- 
ufacturers. 

Need Public’s Confidence 

“First, regarding the relation- | 
ship with the public. That is a 
double duty and it is important 
how you stand in front of the 
public. So you have a duty to| 
your own reputation, your own 
success and your own sales vol- 
ume, by the manner in which 
you stand in front of the public, 
and the higher grade reputation 
that is produced by all dealers, 
the higher the industry will stand 
in public regard. In these days 
of the New Deal, and in our 
changing thinking, it is very im- 
portant to stand well with the 
public. 

“Now I come to the second re- | 
lationship, that of the relation- | 
ship with your organization. To| 
my way of thinking that is ex-| 
tremely important. I liken all 
parts of your organization, except 
yourselves, to storage batteries, 
getting discharged by their dis- 
couraging contacts. That cer- 
tainly applies to the retail sales- | 
man, men who are being run 
down continually by the opposi- 
tion of the people with whom 
they contact. If you can be the 
generator in your relation to 
those storage batteries, you have 
self-contained within your outfit 
a good power plant, a good op- 
erating, functioning plant, but if 
the generative ability is lacking, 
that don’t stop the constant dis- 
charge of the batteries. 


Calls Need of Dealers 

“So, in that relationship, if you 
can be an inspiration to your 
bookkeeper that he serves you 
well, and watches the pennies and 
the leaks and the losses, if you 
can be of such an inspiration to 
your shop managers that they 
really fix the cars with satisfac- | 
tion when they come in, and if 
you can be an inspiration to your | 








retail salesmen, you _ certainly | 
then have the proper relation- 
ships. 


“On the subject of the retail 
salesmen, if you should take the | 
gross automobile sales of the 
United States, take the amount 
of discount that can be properly 
allocated to the salesman’s com- 
pensation, and divide it by the 
number of salesmen selling auto- 
mobiles, the annual result would 
be starvation wages, so we are 
dealing with a basic economic | 
problem of an oversupply of men 
selling automobiles, which im-| 
poses upon every dealership the | 
most astute planning of how to| 
make their particular salesmen | 
make a living. It is a problem 
to which all of us need to put 


dealers of any community—know | record 

each other sufficiently well so| lieve in the code. These men 
| they can admire the good quali-| want to trade, they are good 
ties that exist in every dealer| traders, they know how to trade, 
body. they are aggressive men and they 


|}and not giving away things, which 
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| in ’34. I think that is typical of 
the industry. | 
“Now, I take it from that that | 
was not the weather or the | 
change of economic conditions or 
anything—if we look the facts| 
right in the face—except the con- 
trol on used car trading that | 
brought good results in the United 
States. 

“Fact No. 1: There are a num- 
ber of good dealers in the United 
States—at least good on their past 
who absolutely do not be- 













































everything we have got from now 
on. 

“Then you have your relation- 
ship with each other. I think one 
of the finest things to stem the 
trend of over-competitiveness of 


want to stay like they are. On 
top of that, there is another set 
of dealers who are just as good 
traders as the first ones, and they 
don’t care a whole lot, but when 
you get right down to cases, they 
prefer the principles of used car 
regulation, because they think it 
will protect their investment into 


Dealer-Factory Relations 

“Now I come to the relation- 
ship between the dealers and the 
factory, and into that situation, 
in the last year, has come the 
code, and I want to talk to you 
first about the code as I see it. 
In considering and in speaking 


of the code, gentlemen, I am only| the future longer and put the 
speaking of that portion of the} business that they are in on a 
code which has to do with the] higher grade basis. I would say 
control of used cars, along with| that the predominant group of 
that the maintenance of list price] qealers is a group of average 


good dealers, who believe in the 
principle of the code. 


Expected Much of Code 
“I will say those dealers divide 
themselves now into two classes, 
one class who are discouraged on 
account of lack of enforcement in 
their particular communities, and 
the other group who are not yet 


is a form of price cutting. 

“T am only dealing in the main 
with the principles of used car 
control. Now, to evaluate that 
subject, you, first, have to come 
to a conclusion whether or not 
you believe in free and open bid- 
ding or whether you believe in a 
control being exercised on used 


car bidding. You have to think| discouraged and are still carry- 
it out and come to your conclu-] ing on and fighting the thing 
sion, to know where you stand. | through. 

“IT came into the automobile “Tl think there was a last small 
business in 1924, and the first| group of dealers who probably 
story I heard was one fellow] were not so good, and they hoped 


that here was some magic which 
would take the place of hard 
work and good business sense and 
make it easy to do the automobile 
business. I think maybe they are 
in the minority, but I have met 
seme of them. 

“Now, I will state another fact 
to you: There has been consider- 
able chiseling by some dealers on 


said, “If you put the used cars of 
America end-to-end on the equa- 
tor, they would entirely surround 
the world.” Whereupon the other 
fellow said, “Yes, and wouldn’t 
that be a hell of a good place to 
leave them?” So, my baptism, 
you might say, in the automobile 
business had to do with the used 
cars, and, during my history as 


| this time, in my opinion, there is 


; tion 





















= — ; — _ J could other dealers, and those dealers 
organize and leave to various h ee a a 
. J ave been chiseled on are 
heads nearly any other subject who cc lpr gyn 
in the business but that one I mad and disgusted and, SO) 
had to adhemnd to one strictly cases, feel that you are dealing | 
, ae ’l with a prohibition law, on ac- 


and it was too overpowering, at 
that. 


count of this one year’s experi- 
ence. 

“Now, with that much back- | 
ground, I will take the position 
that carefully evaluating what is | 
fair to the public—you must al- 
ways do that—carefully evaluat- | 
ing the history of our industry, 
carefully evaluating all of the| 
broad phases of this situation, | 
that we feel this industry will be 
better off under a well advised, 
well thought out, well adminis- 
tered principle of used car con-| 
trol. T will say, in addition to} 
that, that working in a practical 
businesslike way, in connecfion 
with the industry as a _ whole, 
that we are willing to be co-ope- 
rative in that attitude with our 
dealers. 

Lauds Dealer Assn. 

“Now, I want to talk about one 
other phase of factory-dealer re- 
lationship. You have here the 
NADA; this body is a meeting of 
the NADA. It is my personal} 
opinion that any great group of | 
men need an association. I think | 


“Find the Middle” 

“I did give one piece of advice 
at that time that many dealers 
have since reminded me about, 
and I think it was pretty good ad- 
vice, namely, that in the used 
car business, we had two rocks 
on which you could dash yourself: 
if you traded awfully tight, you 
got so little new car volume that 
the gross out of the new was not 
sufficient and you got wrecked 
on the rock of low trading; and 
if you hit them high, wide and 
handsome and traded them too 
long, then the used car losses 
overcame the new car gross and 
you were shipwrecked on the rock 
of long trading. So, I said “Get 
as near in the middle of the river 
as you can,” and I think that was 
pretty good advice over the years, 
until this new influence came in. 





“TI, personally, worked with deal- 
ers in several important cities in 
the United States, trying to get 
a control on used car trading. 
I knew enough about merchandis- 





whether or not that association | 


ing to know that if we did it 
has effectiveness depends upon its | 


against the field, we might sacri- 


fice some volume, but even in my] sanity, upon its soundness, and 
estimation, profits were being] upon its almost perfect infalli- 
| threatened by undue used car] bility, when it takes a strong po- 


sition. I can only advise in this 


losses and it was more necessary 
instance, and I would say, before 


to curb those losses than it was to 


get a little bit more volume. It/ taking a stand, get the facts and 
was constructive to us and more] pe syre you have them. I would 
constructive to the dealers. say, before taking a stand, be 

“So, if we look through the his-| broad enough to look at both 
tory of our merchandising, for| sides of the question. I would 
the past ten years all attempts| say be big enough and strong 
|to get a control on used car] enough and dignified enough to 


act on principle just as much as 
possible, and on prejudice just as 
little as possible. 

“You dealers are busy running 
your business of distributing and 
servicing goods. The men run- 
ning factories are busy running 
those factories, and there are| 


losses and the attempts were un- 
successful because there was no 
united effort. 


“The used car problem, No. 1: 
If we take the dealers of Gen- 
eral Motors and look at their used 
car losses in '34 versus '33, a very 
decided improvement was made 





plenty of problems in running an 
automobile factory, and just as I 
told you, a great antidote in a 
community among dealers against 
over-competitiveness is acquaint- 
ance, and as a result of two 
groups of people being very busy 
with their problems it is only 
quite natural that some insulation 
gets around the wire. 

“Now, times have changed, con- 
ditions in the automobile business 
are changing, and particularly at 


a need of constant, sympathetic, | 
informal communication between 
the factories and the dealers, so 
that their mutual problems may 
be understood and so that out of 
reasoning and good temper may 
come the most constructive ideas 
on the basis of live and let live. | 


“So I feel the NADA has its 
function to perform and while it 
deals with great general dealer 
questions pertinent to all kind 
of dealerships, there is in addi- 
tion to that a duty among your 
dealers in your factory relation- 
ship to deal with your particular 
factory by getting the factory to 
understand your problems and in 
order that you may understand 





| their problems. 


“IT feel that as a result of pur- 
suing a dignified, high grade, 
broad policy on the part of 
NADA, and making ways to dis- 
cuss the more intimate factory 
problems by factory groups with 
the factories, that we are bound 
to handle this gross profit situa- 
that has been brought up 
several times this morning. 

“So I feel that the dealer should 
have a fine relationship, a pleas- 
ant relationship, a wonderful re- 
lationship with the public, with 
his organization, with his brother 
dealers, and with the factories. 
I believe that, not only because 
I like to see people enjoy life and 
be happy, but I believe sincerely 
that with an organization having 
a good factory relationship, I, as 
a sales manager, can deliver more 
sales than when I am in a con- 
dition of strife.” 


Maryland Show 
Is Tribute to 
Dealers’ Spirit 


Baltimore, Md., Jan. 15. The 
kind spirit that takes care of 
| automobile show committees has 
been working for the Maryland 
Automotive Trade Assn. 

Several months ago, with the 
fifth regiment armory less than 
| one-third constructed, with four 


incomplete walls, no roof, and no 
money to continue construction, it 
appeared impossible to plan 4 
show in the armory. 

Members of the show commit- 
tee got to work. Pressure was ap- 
plied. Proper contacts were made. 
State and federal aid was se- 
cured, and the construction was 
continued. 

As a result of all the added ac- 
tivity, the show is now about 
ready to open. Formal opening is 
scheduled for Jan. 21, and con- 
tinues until Jan. 26. Governor 
Harry Nice has announced that 
he will attend the show. 

As a feature of the week, the | 
Automobile Club of Maryland 
plans to sponsor an _ antique | 





| derby for cars built prior to 1915. | 


Some of the entries already re- 
ceived are the Haynes, Stanley 
Steamer, Orient, Pope-Toledo, 
Jackson and Krit. 

John E. Raine, secretary of the 
Automobile Trade Assn. of Mary- 
land, is show manager 


Engineers Know 

Don’t argue with the lecturers 
who are explaining Studebaker’s 
new individual front wheel sus- 
pension in the lobby of the Statler. 
They’re engineers—most of them 
from the University of Michigan, 
too—who worked on the develop- 
ment of the front end during the 
last four years and they know 
what they’re talking about. 


21 


for D 


C) 
— 
= 
_ 
— 
- 
— 
— 
‘= a) 


> 
ra 
<= 
[ak 
= 
O 
iS) 
O 
r 
cO 
a 
_ 
— 
Oo 
ra 
a 
co 





22 AUTOMOTIVE DAILY NEWS, TUESDAY, JANUARY 15, 1935 


Roster of Early Arrivals at NADA Headquarters 













(Continued from Page 10) 
* Sta 317; J 3 ‘baker, Statler 616: j een 
Tommie Large, Tamaqua, Pa., Chevrolet-Olds- age gg Bo = 6s ip agen fan ee dees doe Schiott, Bridgeport, 
s ‘ fl , , Sta 515; L. : ° ” onn., Dodge, Statler 648. 
mobile, Statler 948; W. Harold Laughlin, Clar Dennison, ©O., Chrysler, Norton 715; Jay H. 


Johh F. Timothy, Providence, R. I., Chevrolet, 


ae Emphasis Put 



















a ao = cee ee Cee on Paul, Huntington, Ind., Dodge-Plymouth, Wol- | Chas. Schieas, Cincinnati, ©., Studebaker, Lynn B, Timmerman, Lima, O., Ford, Lin 
on N pot R ‘I Cl yeu, Oe or 348: | Verine 108; Edward Payton, Cleveland, O.; J. | Statler 1176; Jim Schlemmert, Canton, 0., | coln, Book 926; Gus Walton Tips jr., Houston, On . f t 
Lawson, Newport, ‘ ‘ 1evrolet, Statler 348; Book Dodge; H. D. Schleeter, Houston, Tex., Stude Tex., Book 2753; Chas. H. Touhey, Albany, om or 





N. Peck, Logan, W. Va., Ford, 
baker, Book 2752; F. E, Schmitt, Dayton, O., 
G. G. G,. Peckham, Cleveland, O., Buick. | Reo, Leland 1222; Julius Schmitt, Hamilton, 
Detroit-Leland 2107; R. K. Peck, Clarksburg, |0., Ford, Leland 1222; Albert Schneider, 
W. Va., Dodge, Plymouth, Statler 209; Hugo | Elyria, O., Buick, Pontiac; Louis S. Schneider, 


John E. Leahey, Ashtabula, O., Dodge; L. A. 
Leathers, Brookville, Pa., Chevrolet, Statler 
677; Jack Lee, Huntington, Ind., Chrysler, Fort 
Shelby 586; C. H. Leemkuis, Erie, Pa., Ford, 





N. Y., Ford; Wm. A. Tower jr., Baltimore, 

Md., Dodge, Plymouth, Book 2526; A, W. A d ~ f 
Tschabold, Alliance, O., Graham, Willys; J. n a e ty 
Jacob Tschuedy, Monroe, Wis., Nash, Statler 





Statler 711. Pekruhn, Steubenville, O., Hudson, Fort Shelby | Tecumseh, Mich., Chevrolet, Buick, Statler 522; j. €. Tur mproeepa 
> )., seh, } . let, Kk, Ste 622; | 735; J. ° urben, Lawton, Okla., Dodge, 
A. A. Leissring, LaCrosse, Wis, Ford, Stat- ee James H. Pennington, Cincinnati, O., | Edw, Schoenhere, Center Line, Mich., Dodge. | Statler 307; E, Lb. Turner, Aik ll ~ By N. DREYSTADT 
ler 480; H. W. Lemon, Hartford, Conn., Chrys- | Dodge, Plymouth, Statler 1148; Andrew Peny, : . aad Packard, De Soto, Statler 804 ’ | General manager, OC 
ler, Statler 650; Joe Levie, Chicago, Ill., Chrys- | Norfolk, Va., Buick, Cadillac, LaSalle, Book Nile Schrader, Columbia City, Ind., De Soto, oe “9 Cut oe —— 


V 

john Ven @oncsheten, Poushhewsic, ¥. Y.. Detroit, Jan. 15.—In earlier days 

Dodge, Plymouth, Statler 1483; Lloyd W. Van of automobile manufacture the 

Buren, Riga, Mich., Plymouth, De Soto; Carl | first consideration was to put an 
Van Horn, Columbus, 0., Code Comm., Tuller engine in a that ld 

140; Alfred H. Vance, Ponca City, Okla., & car av wou run. 

Chevrolet, Statler 683; H. W. Vaughan, Birm. | TOday, however, the human equa- 


ngham, Ala., Packard, De Soto, Plymouth, | tion occupies the stage. 
Statler 542; C, M. Verbiest, Detroit, Mich.; 


841; Bruce Perry, Huntington, W. Va., Plym Plymouth; Gienn A. Scott, Marion, Ind., Olds, 
outh, DeSoto, Book 1123; E. Gordon Penny, | Statler 538; H. 1. Scott, St. Louis, Mo., Ft 
Dallas, Tex., Dodge; Elliott §S. Peterson, | Shelby 1973; Charles Scott, Rochester, N. Y., 
Portland, Me., Chrysler, Plymouth, Statler 523; | Dodge, Plymouth, Detroit-Leland 1053; J, R. 
C. H. Petersmann, Cincinnati, 0., Ford, Statler | Scott, Chattanooga, Tenn., Tuller 644; A. W. 
1104, Sergeant, Rochester, N. Y., Ford; 0. €E. 
Severtson, Kenosha, Wis., Ford, Statler 316; 

Leon J. Phillips, Shreveport, La., Ford, | Robert Seymour, CIT vice-pres., Book 2412; 
Statler 605; F. 0. Pinkwam, Jackson, Mich., | Samuel B. Shapiro, Chicago, Ill., Statler 723 


ler, Statler 1053; James Levy, Chicago, IIL, 
Buick, Statler 754; R. W. Lewis, Columbia, 
8. C., Statler 1029; E. M. Lied, Omaha, Neb., 
Buick, Olds, Pontiac; E. R. Lineweaver, Har- 
risonburg, Va., Chevrolet, Statler 305; Olin 
Linn, New Orleans, La., Ford, Statler 412, 


F. L. Loeser, New Haven, Conn., Buick- 
Pontiac, Statler 1062; W. H. Logan, Taren- 














turn, Pa., Dodge-Plymouth, Tuller 371; Howard | word, Lincoln, Statler 583; A. H. Platt, Hart, 

B. Long, Fairmont, W. Va., aa pm Mich., Ford, Book 1239; B. A. Poland, Martins H. H. Sharman, Salt Lake City, Utah; | l. E, Vetter, Ft. Wayne, Ind., Ford; @. W. Where talk once was largely 
626; Karl D. Loos, Washington, D. C., Stat-| purg, w. vVa., Dodge, Book 2754; Roberc D. | UaSalle, Cadillac, Pontiac, Book 1637; E. L. | Vogt, Waterloo, Ia., Graham, Barlum 1827 of the number of i 

ler 640; R. E. Loughney, Pittsburgh, Pa..| pojack, Cleveland, ©., Ford, Statler, 429; | Shellenborger, Altoona, Pa., Code Comm., Stat e | ti d oe the 
DeSoto-Plymouth, Statler 517; E. Love, Milen| yy poinsette, Ft. Wayne, Ind., Chrysler, | ler 849; J, E. Sheraw, Cresson, Pa., Dodge, Ww gear ratios and other mechanical 


Chas. W. Wagner, Ironton, O., Chevrolet, points, emphasis now is placed 
Statler 251; T. H. Walker, Highland Park, | 0? the personal comfort, con- 
Mich.. Hudson; A. Grant Walker, Erie, Pa., | venience and safety of the motor- 
Statler 814; John R,. Walker, Chicago, I., | j 
took 2302; G. E. Walker, Pueblo, Colo : Dodge, ist. ° Fundamentally automotive 
Statler 355; W. W. Wallwork, Moorehead, engineering has conquered its 
Minn., Ford, Book $29; C. H. Wallrick, Indian- | major problems, with the result 
wolis, Ind., Chrysler, Plymouth, D. A. C. 500; that mechanical performance has 


J. B. Welker, Casper, Wyo., Code Comm., : 
Rook 1438; Herman G. Wangelin, Belleville, | Teached the point where it is 


Plymouth, Ft. Shelby 546; A. S. Pvo.e, Wayne, | Plymouth, Statler 371; Geo, E, Sheraw, Al 
Mich, Ford; H. T. Poore, Knoxville, Tenn,, | toona, Pa., Dodge, Statler 372; Mark Shiek, 
Book 1228. CIT Detroit mgr., Book 2112; W. E. Shore, 
‘ Jinston-Salem, N. C€., Chrysler, uller 773; 
John F. . Porter, Wilmington, Del. Buick, Geuat Ghose Clarksburg, w ve , on a 
Chevrolet, Statler 242; Peter Portman, Wausau, 649: H. H. Shuart, Detroit, Mich., Auto Trad 
Wis., Ford, Statler 570; Harold K. Powell, |.’ °" * 7 dies Seo me 
Corry, Pa., Ford, Statler 707; C. J, Powell, 
Ronney, W. Va., Ford, Book 2714; E. R. J. T. Simmons, San Antonio, Tex., Statler 
Presnell, Paducah, Ky., Hupmobile, Wolverine | 980; Mr, Simmons, Bethesda, Md., Dodge, 
1518; Wili G. Price, Wichita. Kan Ford, | Statler 501; Z. G. Simift, Blissfield, Mich., 


City, Mont., Statler 571; Richard L. Low, 
Omaha, Neb., Statler 702; H. J. Lowstutler, 
Charlevoix, Pa., Dodge, Statler 738 


M 
H. K. MacCarthy, St. Louis, Mo., Ford, 
Fort Shelby, 1973; Lenard MacCarthy, St 
Louis, Mo., Fort Shelby 1973; J. W. Mae- 
kenzie, Washington, D. C., Statler 869; Vietor 
A. Macomber, Utica, N. Y., Statler 933; Louis 


Assn. mgr 


on + Cneyeler Fort, Shelby roa; Clarence | Statler 423-424, Chevrolet; Chas. H. Sipe ir., Cambridge, ©.. | lll. Ford, Statler 644; Geo. H. Ward, Auburn, | taken more or less for granted 
ane. Corapolis, Va., Chevrolet, Book 1912-3; Q es ae Seton eles ies Fe a ia aes Sek tee Gor Owner Wa eo 
Fayette City, Pa., Dodge, Statler : Felix G. Ralph Warren, Huntington, W. Va., Hudson; | belabored with fears of a stalled 


R. M. Martin, Memphis, Tenn., Statler 1247; 
Milt Morhead, Charleston, W. Va., Ford; La- 
fayette Markle, Chicago, Ill., Chevrolet, Stat- 
ler 974; A. C. Marquarot, Ann Arbor, Mich., 
Packard-Nash. 

H. W. Martin, Winston-Salem, N. C., De 
Soto-Plymouth, Fort Shelby 736; James Mat- 
thews, Marian, Ind., Ford, Statler 538; F. Ww. 
Mathey, Dubuque, Iowa, Chevrolet, Statler 646; 
A. E. Maxwell, Corning, 0., Plymouth-De Soto, 
Fort Shelby 644; Harry May, Monroe, Mich., 
Chevrolet, Statler 562; M. M. May, New 
Springfield, O., Chevrolet, Buick, Statler 437; 
H. A. McAllister, Cleveland, 0.; H. G. Me- 
Bride, Welch, W. Va., Chrysler-Plymouth, Fort 
Shelby 992. 

H. L. McCollum, Hesperia, Mich., Ford: 
J. M. McCall, Decorah, Iowa, Hudson, Statler 


W. Claude Quebcdeaux, Whoenix, Ariz., | Smart, Pine Bluff, Ark., Chevrolet, Statler 463 
Buick, Pontiac, Statler 1142; C. J. Quimby, | 8. Smith, Portland, Ore., Chevrolet, Book 
Jefferson City, Mo., Tuller 1031 1622: Eugene B, Smith, Greenville. S. © 
Buick, Statler 258; Percy Smith, Hammond 
R Ind., Chevrolet, Leland 733; Henry Smith, 

Belfast. Me., Ford, Statler 903 


H. K. Warren, Miami, Fla., Statler 1225; Sid. j ; 
Weber, Chicago, Ill, Dodge, Book 829; Geo. CRENS CF his mental ease be dis- 
Weber, St. Louis, Mo., Chrysler, De Soto, Ft. turbed by noisy vibrations origin- 


Shelby 1973; J. G. Weihaupt, LaCrosse, Wis, | ating in the power plant. 
Code Officer, Statler 480; J. R. Weir, Louis : 
ville, Ky., Chrysler, Statler 925; A. P. Wel- The motorist of today has left 


burn, Boston, Mass., Code Comm., Statler 361. | the perfection of the engine to 
Fred H. Welshermen, Columbia City, mna., | the engineer and he is convinced 
Hadeon, Terraplane; H. H. Westlie, Minot, N. | that that expert has done a pretty 
»., Ford, Lincoln, Statler 1216; H. M. Whis- ; 
man, Huron, 8. D., secy. 8S. D. Motor Trades good job of it. This, then, has 
\ssn., Statler 721; C. L. White, Erie, Pa., | left driving comfort and artistry 
Distriet_ Comm. Statler 737; White Motor Sales | Of design as the main objectives 
(Ray ite), Adrian, Mich., Dodge, Plymouth; 
H. E. White, Milwaukee, Wis., Statler 207: of the car manufacturers. In 
A. J, Whitehead, Baton Rouge, La., Ford, such an effort to make driving 
Statler 410. as fatigue-proof as possible, ex- 


F. S. Whorley, Middletown, 0., Dodge, Book haustive experimental work has 





R. D. Rabon, Haverston, Tex., Graham, 
Statler 945; France M, Raine, Cincinnati, O., John €E. Smith, Atlanta, Ga., Chevrolet: 
Statler 1107; John E. Raine, Baltimore, Md., | 7, § Snow, Oak Park, Tll., Ford, Book 1617: 
Statler 432; B. M. Ratuer, Greensburg, Va., | A, H, Snyder, Steubenville, 0., Ford; C. E. 
Jodge and Plymouth, Detroit-Leland 1637; | Snyder, York, Pa., Reo, Tuller 1138; Harry 
w. D. Reagan, Evanston, Ill.. Chrysler, Statler | Sommers, Atlanta, Ga., Plymouth, Chrysler, 
J56; T. E. Reardon, Boston, Mass., Ford, Stat Statler 778: T. Southworth, Brooklyn, N. Y 
ler 1102; H. A. Reber, Pottsville, Pa., Chev- | Buick; A. M. Soinning, Michigan City, Ind 
rolet, Statler 948; C, H. Reeves, Baltimore, | Pontiac, Statler 561; R. W. Soiers, Knoxville 
Md., Ford, Lincoln, Statler 452; M. L. Reguly, | Tenn., Ford, Book 1227; R. K. Squire, Mon 
Chicago, Ill, Oldsmobile, Statler 615; W. |son, Mass., Chrysler, Plymouth. toom =810: 
Reopell, Springfield, Mass., Chevrolet, Statler | Harry W. Stacy, Springfield, Mass., Statler 
301; E. Reynolds, Evanston, Ill, Buick, | 916; Walter P. Staebler, Ann Arbor, Mich 





353; J. S. McClinton, Parkersburg, Ww. bo Soameen A 
, Statl 196; C. S. McCloskey, Hast . ontiae. 
Sekasine, =. “Btatler 627; Jno. A. MecCul- A. T. Richardson, Wilmington, Del., Hupp siiade Catia Geis, Bas; Wie. Dota te D. A. Wilson, Studebaker factory, South | been necessary, research work 
tend, Ind.; R. S. Wilson, Evansville, Ind., that has resulted in many chines 


and Studebaker, Statler 242; J. ; B. Rich, Statler 201: Staebler & Sons, Inc., Ann Arbor 
Huntington, W. Va. Chevrolet, took 1124; Mich., Pontiac: Lewls G. Stapley, Albany, N 
& & Rich, Chicago, Ti, Graham, Book 2330; Y., Statler 894: Carl F. Stork, Fairview, Eri 
J. A. Richter, Troy, N. Y., De Soto, Plymouth, > al . tg aie. 
Statler 1145: R. J. Richmond, Cincinnati, O Co.. Pa.. Chrysler, Plymouth, Statler 775 
Code Committee ‘Statler 1110; & § Pick. Maicom W. Starr, Waterbury, Conn., Dodge; 
ae Coin we "Sicilia lee sc loseecta) George W. Stern, New Orleans, La., Chrysler 
300: F. 4. Riesmeyer Webster Groves, Mo., | Piymouth, Statler 418; Hugh Stewart, Charles 
Ford. F ; Shelby 1973: R. 8 Rimanoezy, |‘ W. Va., Buick, Pontiac; L. M. Stewart, 
‘ord, Fort Shelby 1973; R. S, Rimanoczy, | “ronis, Mo., Chrysler, Plymouth, Book 2328: 
Unionville. O., Chrysler, Norton 715; F. B. )w. B, Stewart, CIT vice-pres., Book 2112; 
ents Want wae Ee. Se eee J. M. G. L. Stewart, Tarenturn, Pa., Buick, Chevro 
Robey, Shreveport, La., Reo, De Soto, Plym let. Tuller 371 


outh, Statler 279; H. W. Robiel, lortland. 
Ore., Federal Trucks, Book 2002 G. M, Stimson, Manchester, Ta.,  Mudson 


Wolverine 1221; Alexander Stirling, Erie, Da 
L. C. Robinson, Uniontown, Va. Packard. | Hudeon, Statler 703: 2, P. Stolzter, Coatesville 
Dodge, Plymouth, Statler 448; J. E. Robicon, Pa.. De Soto, Plymouth, Tuller 534: R. C. 
Hillsboro, 0O., Ford, Statler 1181; §&, ° Stout. Reaver, Pa.. Chrysler, Imperial 501 
Yoberts, Ashland, Ky., Dodge, Statler * | Earl Stoyer, Schuylkill Haven, Pa., Oldsmobile 
W. J. Robinson, Indiana Code Director; W. J. Cadillac, LaSalle, Statler 502: E. V. Stratton 


fough, Brattleboro, Vt., Chrysler, Hudson, Hup- 
mobile, Studebaker, Detroit-Leland 1209; W. J. 
MeCutcheon, Valley City, N. Dak., Chevrolet, 
Statler 347; Geo. G. McFarland, Harrisburg 
Pa., Reo. 

Grant McFayden, Omaha, Neb., Ford, Stat- 
ler 716; R. W. McGraw, Wheeling, W. Va.. 
Chevrolet, Book; C. H. Melntyre, Huntington, 
W. Va., Fort Shelby 2068; C. G. MeKimmie, 
Richmond, Va., Chrysler-Plymouth, Statler 504; 
A. S. MeLean, DeKalb, Ill, Ford, Statler 431; 
8. W. Michael, Harrisburg, Pa., Statler 426; 
M. S. MeNay, Indianapolis, Ind., Statler 501; 
W. L. and Mrs. McQuarrie, Saskatoon, Sash., 
Secretary Retail Merchants, Tuller; G. Cc. Me- 
Rae, Decatur, Ala., Statler 923. 

G. Means, Ft. Wayne, Ind., Cadillac, Buick, 
Pontiac, Book 1036; J. Menefee, New Orleans, 


'lupp, Wolverine 1516; T. W. Wilson, Balti- 
more, Md., Govt. Rep. of NRA, Statler 527; | tural changes. 


1. B. Wilson, Topeka, Kan., Chrysler: C. R. i 
Wilson, Morgantown, W. Va., Chevrolet, Book Incr ease d riding comfort, 
24; E. C. Williamson, Jacksonville, Fla., brought about through various 


Graham, Statler 1245; W. A. Williamson, | means of springing the front 
San Antonio, Tex., Statler 460; A. L. Willing- i 

ham, Forsyth, Ga., Chevrolet, Book 1100; J. F. wheels independently, has greatly 
Willis, Bluefield, W. Va., De Soto, Plymouth, | mereased the amount of pleasure 


teo, Book 2700; W. WH. Winchester, Cape afforded today’s car owner. 


serardeau, Mo., Chevrolet, Book 2850 
5 ea More Comfort 
has. 5 . Muskegon, Mic sO! 
ete aie ak nv jdiudson. | At first thought it may seem 
Sioux Falls, 8S. D., Chevrolet, Statler 877; that streamlining, most startling 
D. B. Winchell, Tulsa, Okla., Chevrolet, Statler | Of recent innovations, has made 
ij; Frank A. Winerick, San Antonio, Tex., no contribution to the motorist’s 


Studebaker; David P. Wise, Altoona, Pa., Stat- 
r 1345; John A. Wolf, Ebensburg, Pa., Dodge, | COMfort, but closer scrutiny shows 








La., Chevrolet, Statler 450; L. Mende & Co., : . . : ¢ : Do : . . 

South Bend, Ind., Buick-Pontiac, Book 1603; eee eo. oa D - 3 Albany, N. ¥.. Hudson, Terraplane: W. 0. ro —— a) = Wolf, = that this new designing has pro- 
Lanse, Mich., Ford, Statler }20*+ &. MM. » Minneapolis, Sinn.. h, Youngstown, 0., Dodge. Book | OT a., Packard, Ford, Statler 777; Guy | yj i j 

D. P. Menard, Lanse, Mich ' atle Strausbaugh, Youngstown ‘ Santee Caen Be” Eee, tee vided decidedly more comfort in 


‘eland 2039; A. R. Rockwell, Des Moines, la.; | oxeq. €. C, Stuffler, Caro, Mich., Chevrolet 
Mark Rogers, Weston, W. Va., De Soto, Plym Statler ‘929: Earl Susman, St. Louis. Mo 
mith, Ft. Shelby 502; R. Z. Rogers, Vlatts- | geatiop 1209. E 
burg, N. Y., Hudson, Statler 516; B. P. : . ' 
Rollyson, Ironton, ©.. Chrysler, Plymouth, | ..°: F- Swenson, Pratt. Kan., Chevrolet, Olds 
Statler 247 Statler 473; B. G. Syker, Chicago, Tll.. Gra 
. ham, Book 1721; John Sylvester, Battle Creek 
Edward C. Roney, Detroit, Mich., De Soto. | Mich., Olds, Statler 283; H. M, Seymour, 
Plymouth; Tom Rose, Pampa, Tex., Ford, | Cheyenne, Wyo., Buick. Pontiac, Book 1437 
Statler 281; Paul M tosenwassen, Cleveland, 


‘8: Noel W, Wood, Kansas City, Mo,, | the Car, as well as better vision 
‘ontiac, Book 1223; J. $. Woodworth, Robin- | for the occupants. 

on, Ill, Chrysler, Statler 1047, Spacious compartments for bags 
Harold B. Woodlief, Kenosha, Wis., Statler | make it no longer necessary to 
‘18; Carl B, Woodford, Weston, W. Va., ; 

‘ulge, Plymouth, Book 627; Geo. D. Wray, stumble over luggage m getting 
S‘ireveport, La., Chrysler, Plymouth, Statler |i and out of the car. Lesser 
st; ©. £. Wright, Norfolk, Va., Hudson, | compartments take care of gloves 


747; T. Merryman, Cadiz, O., Dodge; T. S. 
Messinger, East Providence, R. I., Chevrolet, 
Statler 348; Louls Milan, Milwaukee, Wis., 
Statler 205: L. M. Millsap, Cedar Rapids 
Iowa, Hupmobile, Statler 346; J. L. Miller, 
Seattle, Wash., Statler 420. 


Wm. B. Mitchell, Bay City, Mich Cadillac- 
LaSalle, Detroit-Leland 1621; C. A. Mitchell, 


Bay City, Mich., Cadillac, Statler 320; R. R. 16. Chevrolet, Detroit-Leland 1523: Mrs. Tom ps 24 ; 
. 2 - . ws 255 . raplane, Book 843; L. . Jackso ¢ j 
Mittendert, Portsmouth. © samedi - M g Rose, Pampa, Tex., Statler 281; H. W. Rose, Tt cn ieten cutie "Maa, wc ‘wright, and small packages. Cigar light- 
=. Siatel, Sele, Pe see hehe Im. | Marietta, O., Code Comm.: John Roth, Erie, _ ‘a oe a ae Norfolk, Va., Chrysler, Plymouth, Book 840; |@FS and ash trays are conveni- 
cheltree, Sha , +3 - 4 ’ Pa., Olds, Cadillac, LaSalle, Statler 742; Geo, | Statler 602; m. - Tarbert, abesh, Ind. | yen T, Wright, Chicago, Ill., Ford; €. C. ently located for each passenger. 





H, Roth, Philadelphia, Va., Buick, Pontiac, | Dodge, Plymouth, Statler 2917 J. W. Tarbill 


Statler 404; Samuel Ruby, Chicago, Il., Gra- | Jt. Cincinnati, 0., Packard; J. W. Tarbell, 
ham, Statler 1723; J. B. Ruby, Charleston, W. | Cincinnati, 0., Packard, Statler 1240; Roy S. 


perial, Neb., Ford, Statler 835; John Monnick, 
Fremont, Neb., Ford, Statler 714; Alexander 
Montgomery, Raleigh, N. C., Dodge-Plymouth 


Wurts, Ashland, Ky., Dodge, Plymouth, Statler 
sh: L. R. Wyatt, Danville, Va., Buick, Pon Freedom from mental fatigue 
tiac, Statler 508: @. L. Wysearver, Sisterville, |@@Mands also freedom from un- 


Statler 635. Va., Packard, Book; W. T. Ruby, Henderson Tatum, Los Angeles, Calif.: John F. Taylor, ° ‘ : 
a., Packard, . ws Y, » Henderson, “ . a W. Va., Ford 
P. A. Moon Moore, Steubenville, 0., De Soto, | Ky., Hupmobile, Wolverine 1522; Albert | Portsmouth, 0., Ford, Statler 253; Geo, M, : necessary noise and vibration. 
Fort Shelby 2068: C. A. Morris, Waterloo. | Rueseler, Cape Girardeau, Mo., Chevrolet, Book | Taylor, Detroit, Mich.. Dodge; J, S._ Taylor, Y So heavily insulated sound-proof 


Youngstown, 0., Statler 447: G. S. Telstrup, bodies have their counterpart in 

















Iowa, Cadillac-Olds, Book 1522; H. N. Morgan, | 2300. z . ae gr oe PI — 
Harrisburg, Pa., Statler 325; Geo. Morris, Salt Lake City, Utah, Chrysler, Plymouth, . ° PS. acon, ss.. ymouth, oo ‘ ‘ 
an Ge., Ford, Book 1148; R. Mountier, Ss Statler 947: Jack R. Tenison, Houston. Tex., 124s; E, V. Youngling, Wichita, Kan., Chevro an engine with rubber mountings 
The Sun, New York, N. Y., Malvern Apts.:| F. J. Santry, Cincinnati, O., Nash, LaFayette, | De Soto, Chrysler, Book 1826; D. C. Tenner, | let. Statler 1206; T. R. Young, Denver, Colo., to minimize motor vibration, 
J. V. Saat Reentees. " Va Detes, ae J. M. oy ey oy D. c,., | New York, N. Y., Reo, Book 2622 — Setter 150s Sion oe lake synchro-mesh transmission and a 
Statler 717; Haro . Murphy, Sioux City, | ‘ord, Statler 1231; Ben Sanders, Des Moines Earl Thorp, Ponca City, Okla., Statler 692; ) °° ae eee - ; 
Iowa, Book 737; W. F. Murdock, Pittsburgh, | 1., Dodge, Statler 252; E, 0. Sanregret, | Ray C. Thomas, Gary. Ind., Leland 729; H. C. Let von balancing of crankshaft, 
Pa., Chevrolet, Book 1912; R. K. MeDonald, | ‘loughton, Mich., Ford, Statler 747; Andrew L. | Thomas, Little Rock. Ark., Dodge, Statler 452: Z pistons and connecting rods have 
Minneapolis, Minn., Ford, Detroit-Leland 2039 ae —_ aman, La., Statler 420; oa V. Thomsen, Menominee, Mich., Mudson, Terra R. C. Zastraw, Racine, Wis Dodge, Ft. eliminated objectionable noises. 
schaut, Cleveland, O., Statler : . E. | lane, Statler 221; A. Thomsen, Menominee, | Shelby 1867; C. Zepp, Chicago, Ul Ford 
N jchaible, Ann Arbor, Mich., Studebaker; A. L. | Mich., Statler 221; Udell Thomson, Maple cook 621; W. Zeigle, Eaeaiana Pa., ‘oicnaaee Instant Control 

F. Nagelvoort, Seattle, Wash., Statler 981; | 3ehaus, South Bend, Ind., Studebaker, Statler | wood, Mo., Ford, Ft. Shelby 1973; M. H. | let, Statler 1337; W. F. Zimmerman, Trov, A few years ago it would have 

Walter M. Neiser, Milwaukee, Wis., Ford, | ‘16; 0. A Scherman, South Bend, Ind Thompson, Cumberland. Md., Buick, Statler; | N. Y., Buick, Statler 1145 seemed incredible that a man 








Statler 570; Clyde C. Netzley, Naperville, IIL, 
Chrysler-Plymouth, Statler 1025; Burton New- 
jand, Kalamazoo, Mich., Ford, Fort Shelby 
530; Arthur A. Nielsen, Hartford, Conn., Chrys- 
ler-Plymouth, Statler 134; Edward H. Nolan, 
Greenfield, Mass., Packard, Statler 818; Claude 
Nolan, Jacksonville, Fla., Cadillac-Pontia 

Chester E. Norris, Bangor, Me., Packard- 
Nash, Statler 580 J. Franklin Norcross, 
Springfield, Mass., Ford, Statler 16; Chas 
M. Norfleet, Charlotte, N. C., Dodse-Plymouth 
Statler 1046; Jos. L. Nunes, Newport, KR. I 
Chrysler-Plymouth, Statler 746; Frank Nunes 
jr., Newport, BR. I., Plymouth, Statler 716 
H. E. Nunemacher, Schuylkill Haven Pa 
Chevrolet, Statler 502; John T. Nutt, Des 
Moines, Jowa, Statler 914 





Oo 
J. F. Oates, South Birmingham, Ala. (h» 
ler; Fred 0. Donnell, Minneapol Mint 
Hudson, Statler 654; E. M. Odell, Ithaca, N 
Y., Hupp-Graham, Detroit-Leland 110'; Earl 


J. Ocsterie, Parkesburs, W. Va Dodge and 
Plymouth, Statler 717; Jerry O'Neil, Ilam- 
mond, Ind., Graham, Book 1722; Thomas G. 
Orme, Chicago, Ill., Chevrolet, Statler 823 
E. A. Osten, Yellow Springs, O., Ford, Book 
2634; W. N. Owings, Pittsburgh, Pa Statler 


709. 
P 
Vivian L. Page, Norfolk, Va., Book 844; 
Roy A. Palmer, Monroe, Mich., Pontiac, Stat- 
ler 562; L. G. Palmer, Chelsea, Mich., Ford. 


Detroit-Leland 1021; H. D. Parker, Jackson’ | Frere in straight profile, are seen several new features 


ville, Fla., Adv. Commissioner, Statler 507; 


Chevrolet Master Sport Sedan 





of the new line—V-shaped windshield, new 
Charles A. Parsons, Central Bridge, N. Y., style fenders, all-steel top, longer running board, and pressed steel wheels. 


— could be placed at the wheel of 


a vehicle with command of such 
power at his finger-tips as is 
available today to the motorist. 
Such power demands that in the 
interest of safety it be under 
instant control, a margin of se- 
curity offered by the modern car. 

Realizing that the prospective 
buyer now shops for distinctive 
designing in cars just as in cloth- 
ing and in furniture, the aesth- 
etic appeal is given major con- 
sideration by the designers and 
engineers. Today the evolution 
of a car’s design is a triumph in 
creative art from its smart 
Streamlining to its harmonious 
colors and interior appointments. 

For more than 30 years the 
Cadillac Motor Car Co. has pio- 
neered in the field of automotive 
engineering. Its major contribu- 
tions have been electric starting 
and lighting, standardized parts, 
Synchro-mesh _ transmission, 
streamlining and many other de- 
velopments that have since been 
generally adopted by the industry. 
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NADA and SAE 
DELEGATES 
C. H. FISHER Your business trip to Detroit 


won’t be complete until you have 
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Detroit Burns the Candle 
For Auto Week Visitors 














Courtesy Invitation 
extended to all 


Detroit, Jan. 15.—Detroit, figur- 
atively extending the glad hand 
to the many men of the automo- 
bile industry now in the city to 
participate in Detroit’s first na- 
tional auto week, is well supplied 
with places to go after the “cur- 
few tolls the knell of parting day.” 

It is to be regretted that at 
present there is not a musical 
comedy running anywhere in 
town. However, some of the mov- 
ing picture houses, including the 
Michigan and Fox in the down- 
town area, have stage show" 
boasting talent formerly featured 
in the best musical comedies tht 
ever bluffed a smile across the 
footlights. 

A partial list of the night in- 
cludes Oriole Terrace, on E. 


Other places to go for those 
who like fast music with their 
soup are the Cocktail Grill of 
Webster Hall, corner of Cass and 
Putnam; Club Powatan, 124 Dav- 
enport, just north of the down- 
town district; The Cocktail Bar 
of the Seward Hotel, on Seward 
ave., near the Boulevard; Pioneer 
Club, 8777 E. Jefferson ave.; Ma- 
rine Room of the Whittier Hotel, 
on E. Jefferson; Northwood Inn, 
featuring roadhouse dinners, 12% 
miles out Woodward ave., Club 
Oasis, with a merry-go-round bar, 
at Greenfield and Plymouth rds.; 
‘he Mayfair room of the Book- 
Tadillac Hotel; the Cocktail 
Lounge of the Fort Shelby Hotel, 
and the Cocktail Grill ot the 


Detroit-Leland Hotel. 


NADA DELEGATES 


Floor Show with 30 gorgeous girls 


Moderate 


Prices 


666 LOTHROP 


° TRinity 28541 


Dinner - Dancing - Entertainment 


Cocktail Bar 


Ans 


and galaxy of stars. 


Cocktails .. 35c 


Finest of Foods 
$1.25 


Dinner. . 


and Liguors 


been to ...se 


Club Powatan 


124 DAVENPORT 
6 Blo ks South of Convention Hall 
Between Woodward and Cass 


e 
Cocktail Lounge and Bar 


Floor Shows 
(Booked direct from N. Y.) 


Dinner and Luncheon 
Open 10:00 A.M. to 2:00 A.M. 


Exclusive Atmosphere 


® 
SPECIAL ARRANGEMENT 


Grand blvd., a few doors east of 
Woodward ave., in what is termed 
“Uptown Detroit.” The Society 


FOR PARTIES 


TERRACE THEATRE “yr Z 


RESTAURANT @ 


ORIO ee 





of Automotive Engineers will hold East Grand Boulevard at Woodwerd A il 
. its show dinner here next week, Just East of General Motors Bldg. é utomobi e 

| during the SAE convention; the ‘Executive Headquarters’ 
Commodore Club, 72 Peterboro, & Meet Your Friends Here 
just off Woodward ave., less than ‘ Soe cxmaaceepaanatsnansicatantsiesensimnentienmmmniaaal 
a mile from the hotel district; We Urge Your Making Private Dining Rooms | \Seween cL UB om 
La Parisienne, 48 Lothrop, one A ecco 
block north of Grand blvd., in the EARLY RESERVATIONS for Small Parties a POWATA wees 


Phone Trinity 2-0100 
Annual SAE Carnival Here Jan. 18th 


General Motors bldg. neighbor- 
hood; in the same neighborhood, 
Charlie Fisher’s, at 666 Lothrop, 
j across from the Fisher bldg. 

Near Convention Hall, where 
the automobile show is being held, 
is Forest Gardens, just around the 
corner from the Hall. Down- 
town, across from the City Hall, 
is the English Tavern, under the | 
management of John Duval Dodge. | N.A.D.A. and S.A.E. Delegates 


Aristocrat of Detroit’s Clubs 























The Smartest 
Black and Tan outside 
New York, and 


Boy! What a Show! 
Specially staged for 





The Meeting ‘Piese for .. 


AUTOMOBILE EXECUTIVES 
MANUFACTURER’S AGENTS 
- ADVERTISING MEN and 
. . PUBLISHER’S REPRESENTATIVES 


The ideal rendezvous to entertain—to dine—to get together 
for those reminiscences with old friends in a secluded 
exclusive atmosphere . . . 
Private Dining Rooms 
Finest Selection of Foods and Liquors 


MIX YOUROWN! 


You Need This Handy Hospitality Bar 
Wherever You Are... At 
Hotel or Home. 





BURWELL JONES’ 





No wonder 
Clyde and his 
Dons are Hollywood's favor- 
ite tunesters! They’re stars 
themselves. Movie. Radio. 
Their music gets you, head 
and feet. Now dashing. Now 
suave and seductive. You'll 
thrill to the close- harmony 
glee club, the seven-violin 
chorus, the exotic marimba. 
Come dine, dance, sip, sup. And 
watch WILKINS and MEYERS 
dance. Tonight! Cover charge 
(after 10) is 50c, on Saturdays 
and holiday eves, $1. 


HOTEL 


Book-Cadillac 


J. E. Frawley, General Manager 
Wm. J. Chittenden, Manager 


Directed by National Hotel Manage- 
ment Co., Inc., Ralph Hitz, President 


we 


LA PARISIENNE 


(One block north of General Motors Bldg.) 


18 LOTHROP ~ - - — ie Chl hl OO 2-9146 





JOHN DUVAL DODGE 


INVITES 


ee 


Nation’s Automobile Men 


TO DINE AND TOAST THEIR 
FRIENDS AT... 


C 
ae 7G nglish ,, 


ia ‘‘DETROIT’S FINEST’’ 
50 Different Cocktails can be made from the contents 


of this Asco Bar. Recipes are printed right LI Q U OR S 
on the back of the Bar. 
90 | 


CONTENTS 
4-5 Qt. Straight Rye Whiskey ~ 
















Welcome! 
Out-of-Town Dealers 


THE 
COMMODORE 
CLUB 


Trinity 2-8900—72 Peterboro 















“Detroit’s Gayest Night Spot” 












4-5 Qt. Distilled Dry Gin \ A Serving only the finest of food 
4-5 Qt. Vermouth Complete and drinks. Always a great 
2 oz. Orange Bitters floor show. Frank Gagen and 






2 oz. Cocktail Bitters 


AT ALL STATE LIQUOR STORES AND SPECIALLY DESIGNATED DEALERS 
UNION DISTILLERIES CO., DETROIT 


This advertisement does not offer this product for sale in dry states; 
offered for sale only in compliance with all State and Federal Statutes. 


his ~ furnish the 
music... “nuf said.” 


Dinner, $1.50 
After-Theatre Supper, i 


dance | 





25 FORT STREET 
Opposite City Hall 


DETROIT 















See a 


. ee ard 
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OW many automobiles you sell in 1935 will de- 
pend on two things: salesmanship and improve- 
ments. And the more you have to offer in the way of im- 
provements, the less salesmanship you’ re going to need. 


That’s where Bendix comes in! That’s where Bendix 
has helped you already. . . and can help youa whole lot 
more. All you have to do is use the powerful sales appeals 
that are part and parcel of every Bendix Product. 

Every make of car in America — including yours— 
carries one or more Bendix Products. The designers and 
builders engineered these Bendix Products into their 
cars to make them start better, run better, handle better, 


stop better... SELL BETTER. 


Bendix Startix and Bendix Drive, Bendix-Stromberg 
Carburetion, Bendix Clutch Control, Bendix Mechan- 
ical, Hydraulic and Vacuum-Power Brakes—these are 
a few of the vital Bendix Products that have made 
modern motoring so effortless, so dependable, and so 


thrilling. Now Bendix Finger-tip Gear Shifting in turn 
occupies the spotlight as the sensation of this year’s 
automobile shows. 

Each of these Bendix Products has been developed 
in answer toa public demand for improved performance 
in some particular. The public has learned to Depend 
on Bendix—to welcome and trust any motoring im- 
provement bearing the Bendix name. Unless you use this 
public trust in Bendix you waste a powerful sales weapon. 

A// of these famous Bendix innovations are not on a// 
cars. But your car—every make of car— boasts at least 
one of them. Use them—every one of them you have! 
Talk about them! Demonstrate them! Sell them! 

Just as surely as they have made motoring easier, these 
Bendix Products will make selling easier. 


BENDIX PRODUCTS CORPORATION 
401 Bendix Drive, South Bend, Indiana 


(Subsidiary of Bendix Aviation Corporation) 


Braking 


Bendix provides the automotive industry with every type 
of Braking—mechanical, hydraulic, vacuum-power and 
air-power...and the finest brakes of every type are 
Bendix Brakes. Pioneer of the Four-Wheel Brake, 
Bendix has maintained a steady pace of improvement, 
development and invention which has always been a step 
ahead of the industry—ready and waiting when the industry 
was ready. Bendix is the industry's universal co-worker. 


Carburetion 


Bendix-Stromberg Carburetors are standard equipment 
on more makes of cars than all other carburetors com- 
bined. Well over a million Stromberg carburetors were 
delivered in 1934. Hundreds of thousands have been 
sold to replace other carburetors on cars in use. In 
aviation circles, Stromberg’s leadership is even more 
pronounced, embracing the majority of airline, army, 


navy and privately owned aircraft. 


Shifting 

Self-shifting through all gears, an ideal toward which 
the industry has long striven, with slight success, is 
made a practical, present reality by Bendix Finger-tip 
gear control. Vacuum power does the work. Electricity 
transmits the orders from the driver’s finger-tip. His 
hands need never leave the wheel; his eyes need never 
leave the road; three ride as comfortably as two in a 
front compartment cleared of projecting levers. 





